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HE McKinney policy of not UILDERS’ Locks and Trim, the newest members of the McKinney 
family, have been received in all quarters as the greatest ad- 
vance in builders’ hardware in over a decade. Architects, owners, 
contractors and hardware merchants have welcomed with en- 


selling to chain stores or mail- 


order houses has made the most 


outstanding line of hardware ‘ 

4 bias h thusiasm the tremendous advantages which McKinney Locks 
oe oe A bring to the field of Builders’ hardware. McKinney Locks 
hardware trade. Chief give the merchant a complete stock for one-third the in- 


vestment; they give the contractor perfect application 


among these products are 
in one-third the time; they give the owner and archi- 








the famous McKinney : ; 
Hinges. — Builders tect new possibilities in beauty of trim. 
a N all the history of hardware there are few 
; products that have achieved such universal suc- 
Garage Hard Hardware 2 aeRO ARE a eae A 

seg eae ae cess as McKinney Forged Iron Hardware. ithin a 
eae ae ae few months of its advent it had set a new style in Amer- 
et bere eee, De v ica and caused home-builders to think of their hardware 
first instead of last. From the hardware merchant’s stand- 


signed and fabricated by men 
point McKinney Forged Iron did more than that. It moved 


a new and profitable business into Builders’ Hardware stores. 
Through insistent demand new designs’ and pieces have been 
added to the line until now any architectural style can be matched 


throughout the building. 


who are accustomed to the pre- 
cision required in the finest hard- 
ware, McKinney Garage Hardware 
combines perfect operation with all- 


weather protection. 


A| HINGES 
FORGED IRON 

GARAGE HARDWARE 
BUILDERS’ LOCKS AND TRIM 
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plow bolts are 
ready to ship 
. . » promptly 



































Implement manufacturers 
know from long experience that 
Lamson plow bolts are always 
available on short notice. To any 
maker of farm implements this 
fact is vital. 

Long ago, Lamson set a stand- 
ard of quality so high on plow 
bolts that customers found they 
could trust implicitly in the 
Lamson name. They learned 
that quicker assembly and a 
more substantially built imple- 
ment is the result when Lamson 
plow bolts are ased. 

From the specifications the 
steel must meet before it can be 
accepted by our metallurgists, to 
the final package inspection in 
the shipping rooms, unceasing 
vigilance over every detail of 
manufacture of Lamson bolts, 
nuts, cap screws and cotter pins 
is assurance that Lamson quality 
will remain constant. 

THE 
LAMSON & SESSIONS CoO. 


General Offices 
Cleveland, Ohio 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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@. owe 
ere it is— 
—the mower that was dropped 1072 feet 
without breaking! 





At right is the regular stock Novo 
Lawn Mower after it was plunged 
from a height greater than the world’s 
tallest structure (the Chrysler Build- 
ing, New York). Notice that it’s in 
practically perfect condition. 


Truly An Exceptional 
Mower Throughout 


Only in the world’s largest 
and finest equipped lawn 
mower factory (the F. & 


N. plant)—can features like 
of customers, say dealers everywhere. People Pe Noo be em. 


Ne has any lawn mower matched the 
Novo for quickly winning the confidence 





bodied at the price it carries: 

Special alloy steel parts 
throyghout, cast solid—not Self-Adjusting 
stamped metal or cast iron. Deidse< 
Engineered construction— 


withstand such a strenuous test as-the NOVO had. 
all parts machined and locked together as accu- 


rately as those in airplane motors. F. & N. pat- 


Think of the easier selling —the bigger profits — ented self-adjusting ball bearings—doing away 


readily agree that only superior quality of materi- 


Patented F.& N. 


als and exceptional methods of construction can 


: * permanently with difficult, bothersome adjusting 
and freedom from replacing broken parts that )y")ana, and with poor mowing. FIVE. tool 


< 2 steel blades. Beautiful in appearance. 
you can enjoy! Let your jobber or the coupon The NOVO earries the anise most lib- 
eral guarantee of satisfaction ever given any 
lawn mower. Get the whole story. Mail the cou- 
pon today or ask your jobber. 


below bring you all the facts. 


THE F. & N. LAWN MOWER CO. 
Richmond, Indiana 


NOVO 





Tue F. & N. Lawn Mower Co. 
Send me the extra attractive proposition 
you offer to enable me to cash in on the 


| 
| 
| 
| 
| 
Novo Unbreakable All-Steel Lawn Mower. 
| 
| 
| 
| 
| 





UNBREAKABLE ALL-STEEL 
LAWN MOWER 
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THE AXE THAT BUILT A GREAT BUSINESS 
AND A WORLD-WIDE REPUTATION 


The Kelly Brand on an axe or 
other edged tool means REAL 
VALUE: DEPENDABLE 
SERVICE. 


AXES 
HAMMERS 
HATCHETS 
ADZES 
PICKS 
MATTOCKS 
GRUB HOES 
BROAD AXES 
BUSH HOOKS 
GRASS HOOKS 
SCYTHES 


PERFECT 
TEMPER 


(ear 


The Best Known 
and Known as 


THE BEST 


KELLY AXE & TOOL WORKS 


OF 


THE AMERICAN FORK & HOE CO. 
CHARLESTON, W. VA. 
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Sales 











—Another “Duluth” equipped store 
merchandised the right way to make larger sales 


Your sales and profits are in direct ratio 
to the merchandising methods you employ. 
The more modern your methods are—the 
greater your sales and profits will be. 


This is well proven by the fact that hun- 
dreds of merchants today are having larger 
sales increases each month in spite of the 
fact that business generally has been below 
normal. They are using “Duluth” Modern 
Merchandising Methods—so indispensable 
to profitable retailing. 

“Duluth” Modern Merchandising Equip- 
ment will not only openly display all of your 
merchandise but—display it RIGHT. This 
is necessary because it enables your custom- 


ers to see MORE of YOUR merchandise, 


DULUTH 


munerative territory. 


FREE! 


CAN BE INCREASED 


and the more they SEE—the more they will 
BUY. 


Decide today to use “Duluth” Modern 
Merchandising Equipment to put your busi- 
ness on a more profitable basis. It is built 
up to a standard of retail merchandising 
efficiency and not down to a price. It is de- 
signed by “Duluth” Merchandising Engi- 
neers—men who are experts in profitable 
hardware retailing, men who have success- 
fully helped thousands of hardware mer- 
chants to increase their sales and profits. 


Write today. Let a “Duluth” Merchan- 
dising Engineer tell’ YOU how you can do 
it. This, of course, will not obligate you in 
any way and it may mean the beginning of 
a more profitable business for you. 


DULUTH SHOW CASE COMPANY 


A few more men of outstanding character and integrity are 
invited to make application to represent us in a highly re- 


SCC CCS SC SS SS SS 


Duluth Show Case Company Dept. HA1030, 
Duluth, Minn. 


MINN. 


Get this new booklet TODAY. 
It will help you decide what it 
is necessary for you to do to 
increase your sales and profits. 








We would appreciate receiving your new booklet “A Modern Retail 
Store.” I understand this does not obligate me in any way. 








SL a a a IES 
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The network of electric cables 
beneath the street of a city 
are joined together beneath 
manholes. If moisture seeped 
through and touched them an 
explosion might result. 


Skilled workmen protect these 
“splicings”—or meeting places 
of the cables —from moisture 
with lead joints. 


To cut down the ends of these 
joints to the correct thickness, 
these expert workmen use 
Nicholson Rasps and Half 
Round Files. 


Your hardware dealer can sup- 
ply you. And you can tell a 
genuine Nicholson by the 
crossed files trade mark which 
is always stamped on the tang. 


















Clean Cut Layouts — 
Straightforward Copy — 
Respect and Good Will for the Brand 








It is not the policy of Nicholson File 
Advertising to attempt to tell the 
whole story of Nicholson Files in 
one advertisement packed with type 
which would receive scant attention 
from the casual reader. 


Nicholson File advertising is com- 
posed of a series of concise adver- 
tisements, made up of clean cut lay- 
outs and straightforward copy 


OLS, 
sSe% 
OSA 


(TRADE MARK) 


which, because of their sincerity and 
frequency of appearance, create re- 
spect and good will for the brand. 


1930 is the ninth consecutive year 
in which Nicholson File advertis- 
ing has reached thousands — even 
millions of possible buyers of files. 


Nicholson File Company 
Providence, R.1., U.S.A. 


A File for Every Purpose 
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Give them 





Dealer net-price 


compartment, 


Dealer net-price 





eee eeeeeeeeseceeeees 


eeeeererersesceceres 


List-value of flashlights (case 
and lamp without battery) $15.40 


Pe eeeereseecereseees 





DISPLAY-PACKAGE No. 2 
This contains the biggest flashlight- 
hit of the year — the Eveready Pen- 
light. There are twelve lights in 
this display — 6 finished in green; 
3 in ivory; 3 in nickel. 
List-value of lights without 

batteries ........ 





DISPLAY-PACKAGE No. 21 


Contains 12 Evereadys in color. 
Those not shown are stored in a rear 


10.06 


ELBOW 


EVEREADY FLASHLIGHTS are made for 
night work. But that doesn’t mean they 
should never see the light of day! Get 
your Evereadys up on top of the counter. 
Give them elbow-room! Let them show 
off, and show you what they can do in the 


way of selling themselves. 


Everybody knows Evereadys. They are 
the big, nationally advertised line with 
the finest flashlight features. No one hes- 
itates an instant, when considering an 
Eveready. Its quality and workmanship 
are taken for granted. In fact, most people 


think of Eveready whenever the word 
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Room! 


“flashlight” is mentioned. Without a 
doubt, you’re absolutely justified in 


giving counter-space to such a product! 


The three display-packages pictured 
here contain the fastest-selling Eveready 
models. Get them... and give them elbow- 


room... right on top of your counter! 


* * * 


The Eveready Hour, radio’s oldest commercial feature, is broad- 
cast every Tuesday evening at nine (New York time) from WEAF 


over a nation-wide N, B. C. network of 31 stations. 





DISPLAY-PACKAGE No. 30 
Contains 12 popular Eveready mod- 
els. (Rear compartment for stor- 
ing those not shown.) 

List-value of flashlights (case 
and lamp, without battery) $14.90 
Dealer net-price ...............0000 9.80 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


—They Sell Faster 


NATIONAL CARBON COMPANY, INC. General Offices: New York, N. Y. 


Branches: Chicago Kansas City 


New York San Francisco 


Unit of Union Carbide EC and Carbon Corporation 
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ers are scarce 
°re all marked 





(arto 24-hour delivery to 
-MFIRE overnight to many. ° 
you need them! 
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— Now there's PROFIT 


IN 


Replacement 
Business 


Because the doors do not work properly 
on 3 out of every 5 garages, there is a 
tremendous market for Frantz “Over- 
the-Top” Door Equipment. This re- 
markable, mew equipment transforms 
hard-to-operate doors into one, conveni- 
ent door, opening overhead. It can be 
installed quickly on OLD doors, or new 
ones to eliminate forever the troubles 
experienced with the best of common 
door hardware. 


Your locality is no different than any 
other — wherever there are garages 
there are prospects for Frantz “Over- 
the-Top” Door Equipment. Now, for 
the first time, you have the opportunity 
to “cash in” on the fast growing demand 
for doors opening overhead. You can 
sell Frantz “Over-the-Top” Door Equip- 
ment right over your counter. It comes 
to you, complete in a strong wood ship- 
ping case, ready to install. 





veaoe mann 





Guuaned Builders Hardware 


< 


verth& 





















Before 


After 
sdihiecnommmn 


Above is a typical garage— 
its doors a nuisance to operate 
—the hardware worn beyond re- 
pair—the doors dragging. There 
are thousands of such examples. 
At the left the same doors are 
shown after the installation of 
Frantz “Over-the-Top’ Door 
Equipment. 





A Convenience EVERY Car Owner 
WILL WANT and CAN AFFORD 


Frantz “Over-the-Top” Door Equipment brings the convenience of 
doors opening overhead within the reach of everyone. It is so in- 
expensive that every owner of a private garage is a prospect for one 
or more sets. 


Operation of doors on which Frantz “Over-the-Top” Door Equipment 
is installed, is practically automatic. A slight steady pull on the 
handle and the door rises to the overhead position. Closing is just 
as simple. 3 SECONDS and the door is “opened” or “closed.” 


Here is equipment that automobile owners have 
hoped for—that makes garage door operation the last 
word in convenience and efficiency. There is nothing 
like it. Now is the time to establish your store as 
headquarters for Frantz “Over-the-Top” Door 
Equipment. Write today for complete information 
and unusually generous discounts—use the coupon. 


Frantz Mfg. Co., Dept. H-10, Sterling, Ill. 


\ 













Frantz Mfg. Co., Dept. H-10, Sterling, Illinois. 
Kindly send me complete information and prices on Frantz 





“Over-the-Top’’ Door Equipment. 








Door Equipmen 


(Patents Pending) 
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l ‘\e i \ 
Quali 


ty Plus Advertising 
Sells this Fence for You 


First, of course, is quality—value that has been recognized for 
many years as the best possible investment for fence dollars. 
Farmers prefer American Steel and Wire Company Zinc-Insulated 
Fences and steel posts because of their longer life and greater 
economy. 

Second, is the national advertising back of the fence—dealing 
directly with the farmers problems, it points straight to your 
store and makes it fence headquarters in your community. 

So—if you are not handling Zinc Insulated Fencing or our Steel 
Fence Posts—write today for full details. A real profit opportunity A\} 
awaits you. 





















Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Protector Poultry Fence 































Union Lock Poultry Fence \ ; —— rs eel 
Banner Poultry Fences \ Amer. mpa k. Dealer 
Poultry Netting : ; 
Nails, Staples, Barbed Wire  )  ——— = Sg eat 
Wire of all kinds Pe anual ff 











WIRE COMPANY 


ECORPORATION 
208 S. La Salle Street, Chicago ™ 30 Church Street, New York 
Other Sales Offices: Atlanta Baltimore Birmingham Boston Buffalo Cincinnati Cleveland Dallas 


Denver Detroit Kansas City Memphis Milwaukee Us Minneapolis-St. Paul Oklahoma City Philadelphia 










Pittsburgh Salt Lake City St. Louis Wilkes-Barre Worcester 
Pacific Coast Distributors; Columbia Steel Company, Export Distributors: United States Steel Products Co., 
San Francisco Los Angeles Portland Seattle Honolulu 30 Church St., New York City 
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Many a Child Has Led Its Parents to a Window 
Display of Union Hardware Roller Skates 


When parents see how well constructed these popular skates 
are and consider the pleasure they give children—they are glad 
to buy such good skates. 

They bring héalth, too; roller skating gives youngsters just the 
bodily exercise they need to keep fit. 


UNION HARDWARE 
Ball Bearing Roller Skates 


are made with finest ball-bearings, self-contained wheels and 
trucks that oscillate on best quality rubber cushions. Also plain 
bearing extension models. 

The extension feature makes one size skate fit practically ALL sizes of 
shoes. An attractive window display of these fine skates will increase 


your sales. 
All jobbers handle Union Hardware 
Company Skates; write to us for cataiog. 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





Established 1854 Incorporated 1864 
TORRINGTON, CONN. 
New York Office 151 Chambers St. 






For 
Children 









For Boys 
and Girls 
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No. 850 48 Tools — Oak Cabinet P 
The set for the man who wants a fully equipped workshop : 


Every Man and 


VERY YEAR the army of home 
workshop enthusiasts is increas- 
ing. More and more men and boys 
are appreciating the fun of mak- 
ing things themselves. You'll find 
that no item in your store has more 

rats Shea taak tones appeal as a holiday gift for a man 
Seaman cadet or boy than a set of Stanley Tools. 












EOE EEE 


Now is the time to get ready for 


THE STANLEY RULE 
Cc _ N Britain, 
ie eae ew Britain 





No. 904 12 Tools—Oak Chest 
A good assortment for the beginner 


ANLEY 
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No. 860 


34 Stanley Four Square Tools 
Complete Work Bench 


An ideal equipment for the 
home workshop. Folds up out 
of the way when not in use. 





this holiday trade. Select your 
stock of Stanley Tool Chests early, 
so that you will have them in 
plenty of time for the big buying 
season. Your regular jobber will 
be glad to supply you with them. 





20 Tools — Light Wood Chest 


A splendid assortment fora boy. Itisa 
careful reproduction of a carpenter's 


Our Tool Chest Catalog No. S35d ee ee 
will help you to make your sel- - _ 
ection, send for a copy TODAY. 


AND LEVEL PLANT 
Connecticut ane 





20 Tools — Oak Chest 
Many men prefer this kind of a chest 


TOOL CHESTS 
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Click ! 
Click! 


Click % 


You'll hear the shutters of the camera click at the convention 
of the National Hardware Jobbers Association which will con- 
vene in Atlantic City from October 20th to the 24th. 


The October thirtieth issue of HARDWARE AGE will not only 
contain the first complete editorial report, but the first pictorial 
report as well. The cameras of HARDWARE AGE will perpetu- 
ate the important speakers as well as many of the visitors. 


Your sales message appearing in this issue will be read by 
leading dealers, jobbing executives, buyers and salesmen, who 
will retain this issue for a ready reference of the proceedings 
and happenings at this convention, thus assuring extended life to 


your message. 


Your early space reservation is cordially invited 


The final advertising Regular space rates apply. 
forms close HARDWARE AGE Red 


Monday, October 20th ; $50.00 per page additional 


HARDWARE AGE 


239 West 39th St.. New York 
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SARGENT PADLOCKS 
OF SOLID EXTRUDED METAL 


5 real pin tumblers 
in each size 



















The case of these new Sargent padlocks is of solid, 
extruded bronze. 

Shackles of bronze, or steel hardened to resist filing 
or cutting and cadmium-plated to resist rust, make all 
these locks extra strong and remarkably durable. All are 
furnished with chain attachment if desired. 


Nos. 753 and 754 may be master-keyed with house 
door, garage, office or store, or with others having Sargent 
cylinder locks. 

This line of Sargent padlocks is made to U. S. Navy 
specification. One recent order called for the delivery 
of 45,000. 

Sargent & Company, New Haven, Connecticut; 
94. Centre Street, New: York; 150 North Wacker Drive 
(at Randolph), Chicago, Illinois. 


Top right 
@ No. 753 
Size 134” 


Lower right 
@ No. 754 
Size 2” 


Left 
@ No. 752 
Size 1144” 





LocKS AND HARDWARE 
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Linking the continents with speech 


Topay, through the Bell System’s radio-tele- 
phone service, you can talk directly from your 
home or office telephone to most of the coun- 
tries of Europe, to Argentina, Chile and the 
city of Montevideo, Uruguay, or to several 
great transatlantic liners while at sea. 

Before long, your telephone horizon will be 
extended to Hawaii and other islands in the 
Pacific, to the mainland of Asia and to addi- 
tional countries in Europe and South America. 
Bell System engineers are steadily enlarging 
the scope of voice-to-voice contact, bringing 
new continents, new nations, new cities and 
hamlets within reach of your telephone. 

Talking to Europe, to South America, to 
ships at sea, is almost as satisfactory as 
an across-the-desk conference. You can 





transact business and exchange personal mes- 
sages with the ease and clearness of an ordinary 
long distance call. Questions can be settled as 
they arise. , 

‘Recent reductions in charges have lowered 
the cost of a three-minute conversation be- 
tween New York and London, and New York 
and Buenos Aires, to $30. A slight additional 
charge is made for calls between more distant 
points. 

Transatlantic telephone service has won an 
important place in international communica- 
tion. It has brought the factor of personality 
to the daily contacts between the Old World 
and the New. It is a furtherance of the Bell 
System's aim: that you may be able to talk 


with any one, anywhere, at any time. 
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INTRODUCING in hardware a new in- 
terpretation of Old World architectural 
design —distinctly fitting for the ex- 
clusive suite, the restful foyer, the fine 
town house, country home or manor. 


Massive in appearance with a rugged 
durability further enhanced by delicate 
arabesque traceries, 
RUSSWIN Rim-locks—like 
all RusswIN Hardware— 
are made of the finest met- 
als, brass and bronze ... 
every one of their compo- 
nent parts are hand-fitted 
by craftsmen, that their rare 
beauty and charm shall have a like 
perfection of workmanship. 


The four designs shown herewith are 
the latest development of Russwin, 
which for almost a century has been 





Ve, samme ee, tes ellie 5 alles cal cA OE ce ON 


the pioneer of the “new” in distinctive 
hardware for the home. 


Inside and out, the quality of RUSSWIN 
Rim-locks is built to give a lifetime of 
lasting, trouble-free service and satis- 
faction ... hardware you will be proud 
to live with and which will be a fitting 
expression of good taste for all years to 
come. Russell & Erwin Manufacturing 
Company (The American Hardware 
Corporation, Successor) New Britain, 
Connecticut —— New York, Chicago, 
London. 








EBs © natal eek 
“R™ DISTINCTIVE ---N-. 
HARDWARE ~~ >- 


Hardware that lasts ~ Base Metels of Bronze or Bras. a 
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For the Architect’s convenience RUSSWIN Hardware is illus- 
trated and described in Sweet's catalogue, pages C-3137— C-3216. 
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I, pays a dealer to display 
merehandise that is advertised 
in THE AMERICAN WEEKLY 
because this great magazine 
reaches nearly 6.000.000 
families, twice as many as are 


reached by any other magazine 





What is The American Weekly ? 


The American Weekly is the magazine distributed through seventeen great Sunday newspapers from 
seventeen principal American cities. It concentrates and dominates in 536 of America’s 812 towns 
and cities of 10,000 population and over. 


‘ 
IN EACH OF 185 CITIES IT REACHES ONE OUT OF EVERY TWO FAMILIES 
IN 132 MORE CITIES, IT REACHES 40 TO 50% 
IN AN ADDITIONAL 102 CITIES, IT REACHES 30 TO 40% 
IN ANOTHER 117 CITIES, IT REACHES 20 TO 30% 


—but that’s not all. Nearly 2,000,000 additional families in thousands of other communities regularly 
buy The American Weekly— making the unprecedented national total of nearly 6,000,000 families 
who read The American Weekly. 





THEAMERICAN 


Greatest 


Main Office: 9 East 40th Street, New York City 


Branch Offices: WRIGLEY BLbG., CHICAGO . . . 5 WINTHROP SQUARE, Boston ... 753 BONNIE BRAE, Los ANGELES. 
222 MONADNOCK BLDG., SAN FRANCISCO ... 12-231 GENERAL Motors BLpc., DETROIT . . . 1138 HANNA BLDs , 
CLEVELAND ... 101 MARIETTA ST., ATLANTA .. . INTERNATIONAL LIFE BLDG., ST. LOUIS 
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12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 

18 Mesh, No. 34 gauge each way 


Our Other Brands of Screen Cloth 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
Wickwire Copper 


One of our own batteries of 
Wire Drawing Machines 


Rust- Resisting 
GRAY-WICK 


Rust-resisting screen cloth demands rust-resist- 
ing wire. GRAY-WICK is made from FULL 
GAUGE Copper Alloy Open Hearth Steel 
drawn in our own mills—\, gauge OVERSIZE. 


To insure against rust this wire is carefully 
electroplated with an 8 to 10% ZINC Coating— 
then thoroughly enameled with White Trans- 
parent Varnish. This double protection is why 
GRAY-WICK resists rust long after ordinary 
steel wire has deteriorated. 


From raw material to finished product—every 
operation is controlled by-us in our own plants. 
Every roll of GRAY-WICK is the result of our 
50 years of experience in the manufacture of 
Wire Products. 


Some screen cloths lose customers—GRAY- 
WIRE holds them. Which kind are you selling? 
Made in all widths in even inches from 18” to 
48” inclusive, double salvage. Extra wide 
widths, 58” and 60”. 


Your Jobber will supply you 


$prpeceoscssee 
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ERS BUMP JACKS 





FOR ENGINE OR MOTOR DRIVE 
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MYERS 
SELF- 
LUBRICATING 
PUMPJACK 
FOR ENGINE 
DRIVE 
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PUMPS -WATER SYSTEMS - HAY TOOLS -DOOR HANGERS { 





7m FE.MYERS & BRO. 


PUMPS * WATER SYSTEMS « HAY TOOLS « DOOR HANGERS 










Dust, Dirt and 
Weather Proof 


The difference between one pump jack and an- 
other pump jack is multiplied into many differ- 
ences as months of performance grow into years. 
Myers Self-Lubricating Pump Jacks, engine or 
motor driven, stand ready to demonstrate this 
through service. Where reliable, low cost power 
water facilities are required, where pumping du- 
ties are exacting and the load is heavy, their supe- 
rior construction and out-of-the-ordinary features 
measure up to the extreme requirements of those 
who are particular. 




















That’s the reason so many of them are to be 
found in action nearby and_at distant points. 











It is not a bit surprising to find them stocked 
and sold by so many good dealers in so many 
different localities. If you are not already 
familiar with Myers Self-Lubricating Pumps, 
we will welcome the opportunity to tell you 
all about them. Your inquiry will be 
given prompt attention. Write or wire. 
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Cogs in the 
Wheel of Progress 


"THE WHEEL of progress 

moves forward — ever 
accomplishment seems a little 
larger and a little better than 
the one before. 




















But progress is only made pos- 
sible by carefully made plans 
and the help of well made 
materials. A small but none 
the less important material, a 
“cog” that allows the wheel 
of progress to move smoothly 

. forward, is the lowly screw. 
Its job is to hold construction 
together. If it isan AMERI- 
CAN SCREW, the job will 
be well done. 


You will increase your sales 
of American Screws by put- 
ting a carton of 
“Handy Packs” 
on your counter. 
Your jobber can 
supply them. 


MACHINE 
SCREWS 


WOOD TIRE STOVE 
SCREWS BOLTS BOLTS 


AMERICAN SCREW CO 


PROVIDENCE,R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO, ILL. 


Put lt Together With Screws 























The famous 
PENNSYLVANIA Junior 
Ball Bearing 





BIG VALUE has 
forced us to build 
a new plant 


Before the end of the fall season, we will 
move our entire factory to our new plant at 
Primos, a suburb of Philadelphia, where up- 
to-the-minute facilities and greatly enlarged 
capacity will enable us to take care of the 
constantly increasing demand for PENN- 
SYLVANIA Quality Mowers and for the 
low-priced line of PRIMOS Mowers. 


Though every possible precaution has 
been taken to avoid any undue interruption 
of our production schedule, we suggest that 
you place your orders with your jobber now 
and thus make sure of prompt delivery. 


For the present, our general offices will 
remain in Philadelphia as before. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street 


Philadelphia, Pa. 


One of the low-priced 
PRIMOS Mowers—Style 
W Ball Bearing, 10” 
Wheels. 
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THE G E RA Line 


Rainbow 


Mop Handle 


No. 9120—Send for a sample of the 
new mop handle packed in assorted 
colors of red, green and blue. The 
heads are decorated with contrasting 
colors that show up particularly well 
on display. 

These new Gem Line Rainbow Mop 
Handles meet the demand of the 
modern housewife for color in her 
home. 


——— 





a ht 










ARCADE —_s-: 





| wR 
| | commmatinn ) 
l Brush &Cloth 
| Mop Handle 
No. 9124—This is a remarkable 
new Arcade Steel Head Mop 
Handle combining the principles of 
a cloth and brush mop. It is easy to 
fasten the brush or cloth mop by 
means of a tight spring lever. The 
head, being of steel instead of iron 
is non-breakable and capable of 
withstanding heavy pressure. 
Samples are now ready 


Order from 
Your Jobber. 


5 aR OW Ye 








and TFT OY 


ARCL | MANUFACTURING CO. 
FREEPORT, ILLINOIS 






BRANCH 

OFFICES REPRESENTATIVES 

New York D.D.Otstott J.T.Rowntree Inc. 
200 5t® Ave | Inc. Sanfrancisco Portiand 

Chicago | Dallas Los Angeles Seattle 
553 W.Randolph } Santa Fe Bidg Salt Lake City Denver 





| 


A Bit of Help 
In Selling 


HE man who has once used a Russell Jen- 

nings Bit doesn’t have to be sold. But the 
younger generation, or those whose experi- 
ence with other bits has been unsatisfactory, 
like to be told why they should buy Russell 
Jennings Auger Bits. 


Here are the essential reasons. 


The fine tool steel from which these bits are manu- 
factured is especially made to our order. It is high 
in carbon, which accounts for, its long wearing 
qualities. It is carefully forged to assure uniform 
density, and it is hardened and tempered by processes 
of proved efficiency. 


From the analysis of the steel, to the final inspection 
that follows the test of each bit in hickory, every 
operation is closely checked. 


RESULT :—An easy boring, long wearing bit of 
fractional accuracy, that good hardware merchants 
have been selling for 75 years. 


Distributed thru Wholesalers 


The Russell Jennings Mfg. Co. 
Chester, Conn. 
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THE UNIVERSAL REPAIR DRILL 





Designed for all kinds of repair work 
when used with a drill brace. 


Creates a consistent demand. 


May be used for all kinds of woodwork 
without splitting the wood. 


Works easily and smoothly in drilling 
metal reinforcements. 


THE Stanparn foot (0 
CLEVELAND (OHIO 


STOCK DRILL 


May be ordered in quantity lots or in neat 
leatherette sets as pictured hereon. Sets 
display well on counters. They sell quickly. 
Try them. | 


SET NO.A4C BIT STOCK DRILL 


+A Bil 





No. 14A 


This Set is furnished in a neat, 
flat leatherette case. Is conve- 
nient to carry in the pocket. <9 D D L Mounted 
* like No. 14A. Sizes %, 5/32, 


Keeps drills clean and bright. 


Each size drill marked on the 6. 7/32 
case in gold. Correct size drill 3/16, 7/32, 
always in reach, The case con- New York CLEVELAND Chicago yY. 


tains one each %, 5/32, 3/16, 
7/32, %, 5/16, % inch drills. 





No. 14C 


in flat leatherette case 


%y, 5/16, %, 7/16, 














Check Up Your Stock of Lawn Hose Goods 


Dealers have had a very active season in these goods, due to the hot 
dry weather and prolonged drought in most parts of the country. Check 
up your stock and order early from your Jobber for next season’s re- 


quirements. 


Sherman WROUGHT BRASS Hose Goods 


have satisfied customers for more than 30 years. Their Wrought-Brass, 
never-rust construction has made them exceedingly popular wherever 
hose is used. Every item in the SHERMAN line is a Quality product 
through and through. They sell and repeat. 








Sold through Jobbers 


H. B. SHERMAN MFG. CO. 





Made only 
with %” Hose 
Thread. 


Sherman Port- 
Sherman Wrought able Spray 

















Brass Hose Coup- Sherman Wrought Brass Head 
ling (Patented) Hose Clamp (Patented) 





Battle Creek, Mich. Order a dozen Diamond 


Nozzles in display carton 
feat 





uring ‘‘Perfect Spray”’ 
from your Jobber. 























HARDWARE AGE for OCTOBER 2, 1930 


FOR THOSE WHO SELL 
TKINS Milbank 











FAMOUS SELLING 
REASONS 


73 Years Experrence—as manufac- 
turers of high quality saws. 


2 


Tue Best MaTERIAL—SILVER STEEL, 
Atkins’ exclusive formula. 


3 


Unirorm Temper—no soft or hard 
spots, keeps tension. 


4 


Perrect WorkKMANSHIP—the best 
brains, skill and money can produce. 


rcstonteavasin | No. 53 stee. SHIP POINT 


and finish are exclusive with Atkins. 
6 ERE is the finest Hand, Rip and Panel Saw for 
carpenters, mechanics and manual training 


Erriciency—cuts faster because of 
sharp, correct shaped teeth and grinding. |] lasses. Evenly tempered, SILVER STEEL Blade— 
































7 holds its sharp teeth; Skew Back, beautiful Da- 
L L —S SS) lasts ini indi 
—iviiewsssa’ maskeen Finish, Taper Ground to prevent binding. 






Handle of applewood thoroughly seasoned and 
air-dried. Embossed, varnished and polished. Im- 





User Protectep—every Atkins prod- 







uct has the maker's name clearly etched proved Perfection Pattern which prevents wrist 

on the blade and is a positive guarantee s . 

of satisfaction strain. Securely fastened to the blade with three 
9 nickeled screws and medallion. Also made in 






Sreapy Demanp—resale value of At- 
kins Saws is greater than just ordinary 
saws. 


Distrisution—Service Factories in: it 
Hamilton, Ontario, Canada; Lancaster, 
N. Y.; Detroit, Mich., and Blooming- © 


ton, Indiana. Branches: Atlanta, Chi- 

cago, Memphis, New Orleans, New A N D a O M PA N y 

York, Portland, Seattle, San Francisco, 

Vancouver, B.'C., Toronto, Ont., and INDIANAPOLIS, INDIANA * USA. 


Paris, France. 






regular pattern.. 



















CDE 





“The Hardware Dealers’ Magazine” A * 


Published Every Thursday 











A U.B.P. PUBLICATION 


GEORGE H. GRIFFITHS, 


J. A. WaRREN, J. M. WITTEN, 
Associate Editors 


GENERAL MANAGER 


CHARLES J, HEALE, Managing Editor 
SAUNDERS NORVELL, Contributing Editor 


LLEW S. SOULE, EpitTor 





VOLUME 126 


OCTOBER 2, 1930 NO. 14 





BUSINESS—What Factors Condition Its Recovery? 


ERTAIN economists confidently declare that 
they can prophesy moderately ahead as un- 
erringly as the astronomer foretells an eclipse 
of the moon. Rather than with astronomy their 

analogy ought to be with meteorology. 

The science of prophetic meteorology boils down to 
the knowledge that in this hemisphere most storms 
originate in the West and generally move eastward and 
may be outstripped a few days by the telegraph. But 
they do not always follow a regular course and besides 
that no one knows just what starts them. 

We are almost as ignorant of the starting of an eco- 
nomic depression, until long afterward the historians 
review conditions. For practical guidance we know 
scarcely more than that they occur every now and then 
and later dissipate in more or less the same way. Our 
optimism at the present moment is chiefly based on such 
historical precedents, and the statistics that we so eager- 
ly scan are examined for symptoms rather than reasons. 

Industrial depressions may start from over-building, 
from adversities of nature, from over-straining of 
credit, from warfare, from general bad habits of living, 
from political discontent, from social movements, and 
probably from other causes, two or more of which may 
be acting in conjunction. 

At the present time we are passing through a world- 
wide depression from which France alone among the 
major countries appears to have escaped. We dismiss 
Russia, which is trying a new kind of economy. 

Thinking only in terms of the United 
States, we believe that our troubles arise 
from an over-provision of goods, which 
follows from overproduction, which may 
follow from over-mechanization, and so 
on like the house that Jack built, all of 
which may be true without getting to 
the roots of things. 





2°) 


In exploring for them we come always to consequences 
of the Great War, which still enmesh the world in 
many ways. More immediate roots are to be found 
in the turmoil in the Orient and the unrest in South 
America. The trouble brewing in India has played the 
mischief with British trade. The quarreling in China 
has brought Japan to the verge of ruin and has had a 
serious, direct effect on American export trade. 

Our national economy is complicated and is subject 
to derangement by only slight alterations of conditions. 

In the aggregate we probably carry about a ten-month 
supply of goods. A plus or minus of one-month supply 
may have a profound effect. If plus, there may be such 
halts in production to permit depletion as occurred in 
1921 and 1930, and there may be a subnormal employ- 
ment of workers to the extent of 10 per cent. After 
the liquidation of stocks has been completed replenish- 
ment of them is inspired by low prices. 

This is merely ah explanation of the historical ob- 
servation that severe depressions run about 12 months 
in their downward movement and perhaps another 12 
months in the return. 

Business miscalculations frequently cause minor 
domestic depressions, as in 1924 and 1927. When there 
is superimposed the effect of concurrent foreign adver- 
sities, affecting our export trade, there is aggravation, 
as in 1921 and 1930. 

While, therefore, we may now reasonably expect an 
early restoration of our domestic bal- 
ance, plus the benefit of our natural 
growth in population and increase in 
consumptive demand, we should not an- 
ticipate regaining a full measure of 
activity until situations abroad have 
materially improved, which will involve 
adjustments quite different from our 
own. 








| 
| 
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Buasiness Building 
Brashes 


doesn’t take any more time to sell Osborn Brushes and’ 
make the bigger profits. Every Osborn Brush is a fine 
tool—correct materials correctly designed to meet the 


needs of the job. 


Osborn Paint and varnish brushes, scratch brushes, floor 
brushes, push brooms, they are all made to specifications de- 
veloped by Osborn. Get your share of a profit-making 
business. Sell the dependable line of Osborn Brushes. 


JHE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Branch Offices: New York - Detroit - Chicago - San Francisco - Los Angeles 


Osborn Oval 
Varnish or paint 
Brush No. 1927. 
Made in five sizes. 
This is an excel- 
lent brush for all 
general purposes. 


A Better Wearing Brash for Every 
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HEAP tools don’t pay their 
own way in the judgment 
and experience of E. H. 
Goldthwaite. He’ll have 
none of them except to use for 
value comparison when a cus- 
tomer complains that the Crouch 
Hardware Co. price is too high on 
some particular item. Of course 
he has been forced to sell a few, 
but whenever he does the non- 
guarantee feature is emphasized. 
The customer knows he has no 
comeback should the tool not give 
the service required. As _ vice- 
president of this Fort Worth, Tex., 
firm, Mr. Goldthwaite has an inter- 
esting picture of the future of his 
store’s tool trade. 

He says: “Every hardware man 
knows and has known for some 
time that the professional user of 
tools—the carpenter, mechanic, 
etc., is less and less a factor as a 
tool buyer. The householder fac- 
ing high labor costs has in many 
instances decided to do his own 
work and so‘he looks like an in- 
creasingly important figure in the 
picture. He probably is, but must 
be cultivated and studied. His 


E. H. Goldthwaite 


says — 


“They'll Be 
Back Here 


for 


Good Tools” 


first impression may be that low 
priced tools are good enough for 
his infrequent uses and most of 
the time will the first time at least 
go in for racket store quality be- 
cause of the lure of cheap prices. 

“For a time we decided to get 
into the fight and handle cheap 
tools, but our complete exrerience 
was disastrous. We didn’t believe 
the cheap tools were even worth 
the low prices, we had absolutely 
no pride or satisfaction in selling 
them, couldn’t enthuse on the sub- 
ject and didn’t feel that we were 





properly living up to the reputa- 
tion of the firm. We tried the 
cheap tools and they were not sat- 
isfactory. The cutting edges on 
that group of items wouldn’t cut 
clean or for long. There was a 
lack of precision in workmanship 
and the materials naturally were 
just what you might expect. 

“After a reasonably honest trial 
we decided that even the house- 
holder would sooner or later want 
good tools. If we furnished him 
with cheap stuff even with a warn- 
ing he might not feel that we were 
good people to supply high grade 
tools later. It is strange but true 
that the man who buys cheap stuff 
at a racket store expects little 
more than he receives—but the 
same man buying the same thing 
at the same price in a hardware 
store expects something extra and 
expects the hardware man to stand 
back of everything he sells. 

“Our farmers and ranchers are 
good buyers of tools. Most of them 
want fairly good quality. Even 
with autos and good roads they 
are far enough away from the 
shopping district to insist upon 
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Tools displayed in the Crouch Hardware store, Fort Worth, Texas, carry an atmosphere of quality. 
Cheap tools are for purposes of comparison, and should be sold only when the customer insists. 


serviceable tools and only a few 
of them complain about the prices 
after we have explained our close- 
up observation of the cheaper 
grades. To them, as to the me- 
chanics, tools are for use in earn- 
ing a living, and that is a reason 
which helps us sell them on 
quality. 

“We get our share of complaints 
on the subject. Some customers 
will not listen to our logic on the 
good tools. They tell us they will 
get what they want at a chain 


store. We agree with a smile and 
tell them they’ll be back to us for 
values later on after they have 
tired of monkeying around with 
the cheaper stuff. This practice 
on our part has been fairly satis- 
factory and we intend to keep it 
up. Many a man who has refused 
to buy our tools comes back and 
tells us that cheap tools were more 
costly due to breakage and re- 
placement or due to some dissatis- 
faction. 

“We, of course, have some mod- 


erate price tools, but none of the 
rock bottom stuff will be found in 
our stock except where we wish 
samples for comparisons. In my 
judgment most of the hardware 
men who complain about the com- 
petition of cheap tools are afraid 
and don’t stop to reason the 
problem through to the final con- 
clusion. Yes, sir, I say let them 
buy cheap tools at racket stores. 
They’ll be back later for good 
tools.” 








ASK US ANOTHER 


—What do you think of business conditions? 
—They might be a lot worse. 


—When will there be a turn for the better? 

—Just as soon as the pessimists stop squawking. 

—Is production running away from consumption? 

—No, consumption is beginning to run ahead of pro- 
duction. 

—Is that a good sign? 


—yYou bet! It’s the new prosperity sign. 
—Llew S. Soule 
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_Jobbers Qise . 
3 3 Busin ess Ns 


i ‘EDNESDAY morning : 
tional Hard “ > 
held an executive sesh 


“the study and discussion of inf 
problems effecting the wholesaj | 
bution of hardware and 
There were re of several $ 

_ committees on overhead expenses,™ 
| discounts, business control and kindr 
subjects. 

In his opening comments as presi 

officer, President W..H. Donte rm 

“T do not believe there has eS been |” 

a time when the ‘value afig€egsity of | @ 
a properly conducted trade a§sociation 
has had as much general recognition as 
it has today. .We are more and more 
learning that collective effort along law- 
1G ful lines is more effective than indivi- 
dual effort, no matter how earnest the 
individual may be. During its 34 yes Parl ym 
of existence the National Hardwarg@gry festnen an 





X 


tember 









sociation has solved many péMpf@xing or importance’. “le reco 
problems, and it has been instfumental ;gene figuring out ~~~ cost g 
in effecting a change i in many vexatious 4 different cat = erg 


<awcnnditions. It is, of course, imps 
omplish all that we 7” 
like to accom j 


















as a result 
} Special. Meeting held i 

























count and 
ig Mes | 


a careful investiga- 
s, and the elimination. 
annecessary help; that | 
: acting head of a com- 
assume:the duties of a sales 
pr credit man and thereby dis- 
h. the services of those em- 
by decreasing the cost of 
discount situatio as 
he : resolution sfiat had 
Ritteetifeh meeting 
lee on this subject 
riley as fol- 
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Hardware Age reporters and 
camera men will be on hand as 
usual to present the first com- 
plete report of the convention 

with pictures. 


ATLANTIC Cin 


October 20 to 24—Annual Joint 
Convention of Manufacturers and 


ea ek 





HE Marlborough-Blen- 
heim Hotel is again the 
headquarters of the an- 
nual joint convention of 
the National Hardware 
Association and_ the 
American Hardware Manufactur- 
ers Association, to be held Oct. 
20, 21, 22 and 23 at Atlantic City, 
N. J. Attendance at last year’s 
convention was approximately 
1600, being a thoroughly repre- 


sentative gathering of hardware 
wholesalers and manufacturers 
whose lines they distribute. Hotel 
reservations which have not al- 
ready been made should be taken 
care of immediately to insure ac- 
commodations. Rates at the Marl- 
borough-Blenheim, and the imme- 
diately adjacent Traymore and 
Brighton Hotels were issued June 
12, in the convention announce- 
ment. Members will have the 


privilege of displaying their prod- 
ucts at the headquarters hotel, in 
a specially set aside room, free of 
charge, according to the announce- 
ment of the accessories branch of 
the National Hardware Associa- 
tion. 

Special railroad fare certif- 
icates, badges and information 
may be obtained by the secretaries 
of the associations. Secretary 

(Continued on page 70) 
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Booms and 


T is interesting to read what the economists write 
about the present world-wide depression in busi- 
ness. The answer is “overproduction,” not only 
in raw materials but also in manufactured prod- 
ucts. But one will naturally ask: ‘Why is there over- 
production when all the world wants what is pro- 
duced, and as a matter of fact, just at present a large 
part of the world is suffering for the very things the 
economists claim are overproduced.” 

The answer to this question from the consumer is 
that the great mass of the people of the world haven’t 
enough money to buy what they want or what they 
need. In other words, the point has been reached in 
the evolution of the world when production has out- 
stripped buying power. As the people cannot buy 
all that is produced, production must be reduced. In 
reducing production, factories close. Farmers reduce 
their planting. These things in turn throw men out 
of employment. As men are thrown out of employ- 
ment, purchasing power naturally is reduced still 
further, the demand for goods and commodities de- 
creases, sellers seeking a market reduce prices, profits 
are reduced, goods are sold at cost, and the world finds 
itself in the midst of a major depression. 

This condition is not new. The world has been 
through similar periods in various degrees of inten- 
sity, time after time in its history. The same thing 
happened after the close of the Napoleonic wars, and 
following our Civil War. In all of these depressions 
there has been great suffering all over the world. 
Great fortunes have been lost. Individuals have lost 
their accumulations. Industries have been ruined. 
Even the progress of nations has been affected. How- 
ever, after a while the times changed. Conditions 
readjusted themselves. Good times returned. There 
were buyers for all kinds of products. As a matter 
of fact, there was a scarcity of goods. The demand 
was greater than the supply. Prices advanced. With 
advancing prices, buyers bought heavily. Boom times 
came back. Again the world had what is called “pros- 
perity.” 

Now, just what happened in all of these cases? 
First, let us study what happened during the boom 
periods. Business was good. It was easy to sell 
goods. It was easy to make profits. Therefore the 
natural conclusion of manufacturers was: “If we 
will increase the size of our plants, increase our sales 
force, double our sales, then, of course, we will 
double our profits.” Practically all the manufactur- 
ers worked on this basis. Some manufacturers de- 
veloped on the actual cash resources of their business. 
This class of manufacturers, of course, were on a 
comparatively safe basis. Other manufacturers, how- 
ever, having a record of large profits for several 
years, had no difficulty in borrowing money in order 


By SAUNDERS NORVELL 





Depressions 





to develop. So they borrowed, some in very large 
amounts. This borrowed capital, as long as sales 
were good and profits were large, was not a burden on 
the business. But when sales fell off, when the hard 
times came, then these manufacturers owing large 
sums of money with heavy interest charges, were up 
against a very difficult situation. They were com- 
pelled to retrench. In retrenching they broke up 
their organization. They lost in efficiency. However, 
“Necessity knows no law” and they were compelled to 
reduce all of their operations or go into the hands of 
a receiver. Of course in these depressed times many 
manufacturers and merchants either did not retrench 
in time, or would not see the signs of the times, so 
they continued to run their businesses on an extrav- 
agent basis, hoping against hope that times would 
change. Many such concerns went into bankruptcy, 
or went into the hands of receivers. 

The same thing has been just as true of the farmers. 
Prices were high, raising crops was very profitable. 
Therefore was it not clear that the way to increase 
profits was to buy more land and raise more crops, 
and sell them at the same large profits? A great de- 
mand for land was started. Prices for land doubled 
and trebled. Farmers paid these prices, basing all 
their calculations on the high prices they had been 
receiving for their crops. Then, when the depression 
came, when the buying petered out, the prices of the 
crops went down, and these farmers were saddled 
with all this extra land. The farmers who had bought 
the extra land out of their surplus cash could weather 
the storm. As land prices declined, they, of course, 
had to figure out a loss, but still they owned the land 
and eould still produce crops, even if these crops were 
sold at cost. On the other hand, the farmers who had 
bought extra land with money borrowed from the 
banks, who had paid the very high prices for the land, 
found that they could not carry the heavy interest 
charges and so they were faced with bankruptcy. In 
other words, the value of their land was out of all pro- 
portion to the value of the crops or the profits they 
could make on the crops raised on this land. 

Now suppose we also take a look at the internal 
organization of manufacturers and merchants. When 
business is very good and profits are large, business 
men become careless and extravagant in conducting 
their businesses. Officers of corporations pay them- 
selves salaries out of all proportion to their value to 
the corporation. They don’t only pay themselves very 
well, but they pay their head men larger salaries. In 
the boom times the wages of all employees, from the 
top to the bottom, are increased. All this is borne 
by the business without any difficulty when sales and 
profits are large. But when the hard times come, 
when sales and profits are shut down, when competi- 
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tion becomes keen for what business there is, when 
prices are reduced, then it becomes increasingly diffi- 
cult to carry this heavy burden of overhead. In the 
case of some corporations where they have large re- 
serves built up in cash or in other assets that can be 
liquidated, this situation can be endured much longer 
than in the case of other corporations who are oper- 
ating largely on borrowed capital. But in the end, if 
the depression lasts long enough, first the concerns 
that were not in strong financial condition find it nec- 
essary to retrench on wages, etc., and then after a 
while even the strong concerns are compelled to re- 
trench, and so we find the general average of wages 
reduced as the depression continues. 

But even of more importance than the above and 
of more far-reaching effect is the fact that the man- 
agers of businesses, as the depression progresses, are 
placed in the balance and carefully weighed as to 
their efficiency. As the business has made a poor show- 
ing month after month, naturally the question arises 
in the minds of the stockholders of that business: 
“Is this business being well, carefully and efficiently 
managed?” This question finally comes out in di- 
rector’s meetings. There are changes in theeexecu- 
tives of the company. These changes are followed by 
changes all down the line in these companies. Ne- 
cessity to exist has forced efficiency. Dead weight 
has been cut out. The companies that do not follow 
this plan find that they are not able to keep up in the 
race. They are left far behind. Just as an illustra- 
tion, take into consideration what is going on in Wall 
Street. The strong banking and brokerage houses 
that have built up large surpluses, that are well and 
efficiently managed, have had no trouble whatever in 
weathering the storm. But during the last year Wall 
Street has been very thoroughly purged of lightweight 
commercial concerns that had been trying to do busi- 
ness on a “shoe string.” Offices have been closed. 
Partnerships have been dissolved. Bond and stock 
salesmen, stenographers, runners, office boys, book- 
keepers and clerks have all been seeking other jobs. 
This is laid to the general shaking down. The strong 
and efficient have survived, the weak and inefficient 
have gone under. This is nothing but the old law of 
“the survival of the fittest.” 

So it goes—in manufacturing, in retailing, in agri- 
cculture—the weak go under, the strong survive. The 
weak, inefficient farmer has been closed out. He be- 
‘comes the hired man of the strong, efficient farmer. 
So, if the depression continues long enough, we have 
the process of eliminating all the weak and inefficient. 

While all these things are going on, the mass of the 
people, even those whose incomes are not affected in 
the slightest, are aware of what is happening. Read- 
ing of the general depression, not only individuals but 
families have quit buying. “The old automobile is 
good enough. Last year’s suit can go another year. 
‘That old pair of shoes looks pretty good,” and so the 
people have become more economical, and as a matter 
of fact, thousands of people are actually saving more 
money than they did in prosperous times. People are 
afraid to spend. The husband says to his wife: “My 
dear, times are pretty bad. Please: go slow in spend- 


ing.” Even marriages have fallen off. Births have 


decreased. Employees who ate their lunches in res- 
taurants bring their lunch from home. Under such 
conditions the volume of manufacturing is curtailed. 
It certainly would be folly to manufacture a lot of 
goods when you know you cannot sell them. The 
farmers decide that raising certain crops is unprofit- 
able. It certainly is folly to put in your time working 
to raise crops when you know you can’t get your 
money back when you sell them. So, many farmers 
stop raising these crops. Here we see the working of 
the old, old law of supply and demand. Then what 
happens. We have had a year or two of bad times. 
We have become adjusted to these times. If some of 
us have lost money, we have lost it and that’s that! 
If some of our salaries have been reduced, we have 
adjusted ourselves to living on smaller salaries and 
that’s that! The farmer has found that even if he 
can’t sell all he raises, at least he can eat a large part 
of it himself. He is not starving. Gradually all of 
us wake up to the fact that nothing so terrible has 
happened after all. We may be a little poorer, we 
may sleep a little more, we may eat more meals at 
home, but the bacon and eggs are just as good as ever. 
The sun shines, the flowers grow, the moon comes up, 
the tides rise and fall, and possibly some of us learn 
to know our families a whole lot better, and it isn’t 
so bad after all. 

Then we begin to spend again. A little carefully 
at first, but things have worn out and we do get that 
new suit, and maybe another “tin Lizzie.” We are 
buying carefully, but still we are buying the things 
we need and want. The next thing we know there is 
a shortage of a great many goods. During the hard 
times inventories have gone down to almost nothing. 
Prices stop declining. They start to advance. People 
start to buy. Monthly statements show increased 
business, and almost before we know it we are back 
in the arms of prosperity again, with sales and profits, 
salaries and production all increasing. All these 
things, of course, take time. Some depressions last 
a year. Some several years. It all depends on how 
long it takes to make the necessary adjustments. The 
greater the extravagance, the bigger the boom, the 
more the foolishness, the longer the depression. 

While all these things are happening, there is still 
another factor. The new generation that is growing 
up, that has never studied a’ panic or a boom, that 
great young crowd of potential talent and energy who 
are voting for the first time, take hold and help along 
the recovery, because all the world is grand and 
glorious to youth. So we go ahead, just as the world 
has always done before. Hesitating at first, then with 
confidence, after a while with overconfidence, and 
then again overproduction with another period of 
depression. 

There is a lesson to be learned from all this. It 
seems to the writer it is rather simple and applies to 
manufacturers, to jobbers, to retailers, to farmers, 
all alike. In the good times build up a surplus. Save 
money. Pay your debts. Clean house. And then, 
when the bad times come, as they are sure to come, 
at least you can stand them and wait for the depres- 
sion to end. As I study the reports of corporations 

(Continued on page 80) 








HARDWARE AGE for OCTOBER 2, 1930 





GETTING ACQUAINTED 
san PARMER’S LYOLLAR 


O much has been writ- 
ten and so much has 
been said about the 
farm problem, that it 

would seem every possible 
angle of this all important 
subject had been covered in 
detail. 

In this discussion, how- 
ever, instead of talking about 
the total income of the 
farmer—let us look with a magni- 
fying glass at the individual dollar 
and see what a remarkable story it 
has to tell us. Let us look at pen- 
nies and half pennies—study the 
spending of them and see whether 
they are being invested to the best 
possible advantage. 

It might be well to state, that the 
facts and figures given are authen- 
tic, being the result of research and 
surveys made by the Government 
and other agencies. 

Here, then is information of the 
utmost importance—because, farm- 
ing today is a business and no busi- 
ness, large or small, can afford not 
to know exactly how its income is 
being expended and invested. 

First, let us study the following 
percentage table which shows how 
the average farmer spends his 
dollar. 


HOW THE FARMER’S DOLLAR 
IS SPENT 

Item Amount 
Household Expenses . 34.76% 
Hired Labor . . 15.77% 
Live Stock Purchases 9.88% 
Feed Purchases 9.53% 
Taxes 7.98% 
Miscellaneous . . 6.95% 
Farm Improvements . 5.43% 
Machinery and Tools.... 5.02% 
Fertilizer and Seed 


Total represents 100.00% 


Thus is disclosed the startling 
and somewhat discouraging fact, 
that only a few pennies of each dol- 
lar are being invested in farm im- 
provements. 

In farming, just as in business, 
failure to properly regulate the dis- 
tribution of income dollars invari- 


‘ ably delays progress. 


The farmer can hardly afford to 
ignore the lesson to be learned 
from the successful manufacturer. 
If he would succeed, if he would 
protect his future profits, he must 
invest a fair percentage of his in- 
come in improvements and new ma- 
chinery. 

Let us consider for example. A 
farmer, for instance, with an in- 


Is it being spent 
to the best pos- 
sible advantage ? 


come of $2,000 is, according to 
figures, investing only $60 a year in 
farm improvements. If we were to 
increase this amount to $120—and 
his farm earnings increased to 
$2,500—then the additional invest- 
ment would indeed be well worth 
while. 

There is no possible doubt about 
it—such an investment not only re- 
turns its cost quickly—but pays, as 
well, a handsome profit. Every 
year thousands of farmers are find- 
ing this out—wondering why they 
did not see the light before. 

While it is true that a small in- 
vestment each year for farm im- 
provements is better than no in- 
vestment at all, it is also a fact 
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that a few cents out of every dollar 
is not sufficient to materially im- 
prove the producing value of the 
farm. Thus the importance of in- 
vesting an adequate amount is ap- 
parent to all. 

No one will begrudge the farmer 
the luxuries that he now enjoys. 
Rather it is the hope that they will 
increase in number—and that in 
time there will be greater leisure 
in which to enjoy them. 

It is a well known fact that cer- 
tain improvements, like fence, pay 
for themselves in a few seasons out 
of increased earnings. There is al- 
ways something to show for the 
money spent on farm improvements. 

Most farmers now realize that 
they must build up soil fertility in 
order to protect future income. 
Good yields cannot be produced con- 
sistently on land that gives but 
never receives. It is necessary to 
replace essential elements. 

Equally important is the 





crops and live stock will material- 
ly improve the earning power of 
farming. 

Crop and stock rotation increases 
the yield by building up soil fer- 
tility. Stock rotation helps to check 
disease. 

Many farmers now realize that 
there is more money in marketing 
crops “on the hoof” than in harvest- 
ing crops for market. 

But—in order to accomplish this 
it is necessary that an investment 
be made in fence. Let us see, then 


whether it will pay to spend a 
greater share of the farm dollar 
for this item. 

With good “hog-tight” fencing, 


Clothing~ Interest- 


Advancement 






on Indebtedness? 
luxuries ~~ 






Sed 


7 







Ere. 
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How the 
Farmer’s Dollar 
Is Spent 


on steel posts, crops can be mar- 
keted “‘on the hoof” at better prices. 
Sections of cornfields can be hogged 
down—one section at a time. Pigs 
can be kept in clean pasture from 
farrowing time to marketing time. 

Good fencing and cross fencing 
is one farm improvement that di- 
rectly influences the earning power 
of farming. If cows are permitted 
to break through into growing 
crops—if high priced animals are 
subjected to injury—if hogs are 
confined to the old hog lot—there 
can be no assurance that present 
earnings will be maintained, let 
alone increased. 

(Continued on page 69) 





need for building repair, 
painting, new building, “hog- 
tight” fencing and cross 
fencing, steel posts, gates, 
roofing, nails, farm improve- 
ments of all kinds. 

A well planned rotation of 
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HE author of this 

article does not believe 
that increasing wages 
several hundred per cent, 
as advocated by some of 
our captains of industry, 
will result in a resump- 
tion of trade. He does 
not believe that these 
gentlemen propose to 
maintain wages in their 


plants—and he openly 


charges that such state- 


ments by them are sel- 
fish, insincete and untrue. 


Photo by 
Underwood & Underwood 
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Labor and wages as they affect the present depression period 
are discussed in this article by Mr. Gallaher. He disagrees 
with the Captains of Industry and argues the matter frankly 


SOMETIMES wonder whether 

hard times are not often pro- 
* longed by ourselves, rather 

than being wished on us. 

This editorial is on labor and 
wages—subjects which have been 
sidestepped by all of us dur- 
ing this depression period, pos- 
sibly because we have been afraid 
to offend someone, or maybe we 
do not speak out frankly because 
of the fear that we will be ridi- 
culed or taken to task for not 
agreeing with the big fellows 
who have already publicly gone 
on record and whose views may 
not agree with ours. 

Let us argue the matter frank- 
ly, therefore, and see where we 
come out. 

When labor is not employed, it 
affects business—the merchant 
cannot sell his goods—he cannot 
collect his accounts—he cannot, 
therefore, buy. When the mer- 
chant cannot buy, the factory can- 
not operate, labor is laid off, and 
here we have the vicious cycle. 

In the first place, I am going to 
disagree with the great captains 
of industry, who started the no- 
tion of increasing wages several 
hundred per cent on the theory 
that by paying the workman more 
he can buy more. To my mind 
this theory is unsound and un- 
economic—it doesn’t work. 

I am also going to disagree with 
recent statements, by many of 
these same gentlemen, and given 
wide publicity, that wages must 
be maintained during this depres- 
sion period—that they propose to 
maintain wages in their institu- 
tions. 

I am going a step further and 
am openly charging that such 
statements are not sincere—are 
not, in most cases, true and that 
the actuating motives behind them 
have been pure and unadulterated 
selfishness—made not with the 
thought of helping labor, but with 
an eye to personal gain for them- 
selves. 

Labor is a commadity—the same 
as any other commodity—its price 


is governed by the same law of 
supply and demand, and always 
will be. 

It is absolute nonsense to pre- 
tend that a worker is worth more 
than the value of the goods which 
he can produce. It must be recog- 
nized, sooner or later, that when 
the value of merchandise becomes 
less, the value of labor entering 
into it must become proportion- 
ately less. To urge labor to hold 
out against this fundamental fact 
is little short of a crime. 

I have been protesting for years 
against the unsound theory that 
our so-called standard of living 
could be boosted a century in the 
short period of five years, through 
jazz financing. The day has not 
arrived, and never will arrive, 
when we can enjoy all kinds of ex- 
travagances and luxuries which 
we cannot pay for out of real 
earnings. A time always comes, 
after we have been living on bor- 
rowed money, when we are com- 
pelled to pay our debts and cur- 
tail expenses—this is the direct 
cause of the present depression. 

We can safely assert that the 
merchant is as hard hit during a 
period of general non-employment 
as is the worker; therefore he 
should understand the economics 
of the situation and put his shoul- 
der to the wheel to effect a remedy. 

There is no question but that 
with millions of workers out of 
jobs, some inducement should be 
offered to those who have the 
means to give employment. The 
question is, what inducement can 
be given which will prove attrac- 


tive? 


Editor’s Note: These articles by Mr. 
Gallaher, a recognized authority in matters 
pertaining to the E ics of B 
represent his own unbiased opinion of the 
subjects treated. ; 

HARDWARE AGE holds no brief for 
or against the opinions expressed, which are 
presented by Mr. Gallaher as his voluntary 
contribution to the Hardware Industry. 

Both the Author and HARDWARE 
AGE will, however, welcome any com- 
ments from our readers or suggestions of 
subjects for Mr. Gallaher to discuss in 
future articles. 








I have talked with people all 
over the country—in all stages of 
life—and I have received but one 
answer: “I have some work 1 
should like to have done—I should 
be glad to do it now, but I can’t 
afford to pay a workman more 
than I am earning to do the work 
I want done.” 

Now, there are many human 
angles to this question which can 
best be described by experiences 
I have witnessed during the past 
six months. 

In the first place I find workers 
generally are unwilling to work at 
their own trade at reduced wages. 
I find, however, that many who 
are unwilling to accept lower 
wages in their own home towns do 
go to outside communities and 
work for a reduced wage. 

I have also noticed that skilled 
mechanics are applying for un- 
skilled jobs at low wages—are 
perfectly willing and anxious to 
earn one-third of their union rate, 
doing work which they don’t un- 
derstand and are not physically 
able to do, but who positively re- 
fuse to accept a cent less than the 
union rate for work which they 
can do. 

The psychology of this is truly 
hard to understand, as it seems 
logical that, under present condi- 
tions, a half loaf is better than no 
loaf; and, after all, how much 
happier would they be if they 
were earning enough to meet the 
necessities of life during the de- 
pression period, instead of walk- 
ing the streets and wondering 
where the next meal for their 
families and themselves was com- 
ing from. 

To give some examples—there 
are many men in the building 
trade in my town who come from 
nearby communities and who are 
working for from one-half to two- 
thirds of their union wage, while 
there are several hundred local 
mechanics idle who could easily 
have had this work for the asking, 
but who positively refused to work 

(Continued on page 68) 
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REACHING THE MOST VITAL STEP 


Step Four 


Fourth of a series 


CLOSING THE SALE ., 


THE MOST VITAL STEP . 


We have now reached the most critical point in the entire selling transaction. Up to this point 
the salesman’s arguments have led, with ever increasing momentum,-the prospect’s mind to the 
desire for possession. He must now be brought to a favorable decision. Every moment’s delay 
adds to his difficulties. Many clever salesmen are able to outline a convincing sales talk, but they 
are poor closers. Why? Because, although they have created a desire for possession, they have 
failed to convince the prospective customer that he will personally benefit by possession. They 
have failed to sense the motive that would have made the customer buy. 


THE FOLLOWING POINTS ARE TO BE 
SERIOUSLY CONSIDERED IN CLOSING THE 
SALE 

Treat your customer’s objections sympatheti- 
cally and intelligently. Anticipate the objection 
when you can and meet it before expressed. 

When the customer remains undecided, en- 
courage him to express his objections. See it 
from his viewpoint and remove by demonstrating 
that value of the merchandise of which he is not 


yet convinced. 
ENTHUSIASM 
We are all attracted by the enthusiastic type. 
We may not agree with them but their enthusi- 
asm commands our respect. Genuine enthusiasm 
springs from their confidence. Confidence in one- 
self and in one’s merchandise. 


NEVER ARGUE WITH YOUR CUSTOMER 

Never permit an argument to arise between 
your customer and yourself. Right or wrong, he 
should never be contradicted. People like to think 
that they themselves know something about the 
merchandise they require. They like to feel that 
they are making the decision themselves and 
resent the salesman’s showing off his superior 
knowledge. 

THE UNDECIDED CUSTOMER 

It often happens that having successfully 
brought the prospect almost to a point of de- 
cision, he suddenly refuses to purchase. Then the 
intelligent salesman will have to start all over 
again. He perhaps attracts his attention by offer- 
ing a different type of goods, or if he feels hé 
has exhausted every possible resource he will call 
the buyer or head of department, tactfully saying 
to the customer, this is the head of the depart- 
ment, perhaps he has something in reserve that 
will please you. It often happens, particularly 
when the sale involves large amounts that the 
customer will have to be led several times to the 
point of closing. 


THE IRRITABLE CUSTOMER 


It sometimes happens that a customer is so un- 
decided in his ideas that to force merchandise on 
his attention irritates and offends him, with such 
customers it is wise to smilingly admit your in- 
ability to please them. 

MENTAL ATTITUDE IN SELLING 

There is close connection between thinking and 
selling. Mental attitude determines sales. When 
the mental attitude is right, it expresses itself in 
attractive appearance, enthusiasm, friendliness 
and self-confidence, the qualities which result in 
successful sales. 

KNOWING USE HASTENS SALE 


Since time is equally valuable to both customer 
and salesperson, the selling transaction should not 
take any more time than is necessary. The busi- 
ness-like shopper appreciates the salesperson’s 
desire and effort to save his time. 


One way of economizing time is to find out 
definitely the use of the customer’s anticipated 
purchase. Often, because he has it so clear in 
his own mind, he takes it for granted that the 
salesman knows. But the salesman does not 
know, unless he is told or asks, and consequently 
shows goods which are not at all what the cus- 
tomer wants. Finally, after much wasted time 
and energy for both, he shows the right goods 
and concludes the sale. 

The helpful information as to what the goods 
are to be used for need not be gained abruptly or 
discourteously. Tactful questions or “leading” 
remarks will bring out, even from the very in- 
definite shoppers, what the intended use is. Know- 
ing the use, the salesman can then hasten the 
sale with satisfaction both to himself and the 
customer. 


CONFUSION RETARDS DECISION 


Some customers think more clearly and more 
quickly than others. Confusion may not hinder 
them in decision. They know what they want and 
select at once what they have come in to buy. 
Their interest in other things about them is so 
little that they practically do not see them. 

The average customer, however, is distracted 
by confusion. He cannot think, much less decide, 
while a variety of materials is before him. Real- 
izing this the salesman who shows merchandise 
in the right way only shows two or three items 
at a time—He removes those which do not interest 
the customer allowing him to concentrate on what 
does interest him. Orderly showing of merchan- 
dise tends to induce clear and definite thinking. 


COMPARISON AIDS DECISION 


A tactful way to assist your customer’s de- 
cision is to lay aside all merchandise except the 
two or three pieces in which the customer is most 
interested. Comparison of these pieces soon 
brings the customer to decision. 


CLOSING BY ACTION 


Closing the sale successfully requires endless 
tact and various methods, depending upon the 
individual sale. In no instance is it correct and 
profitable salesmanship to hurry or force decision. 
Goods sold as the result of hurried decisions are 
quite likely to be returned. The customer has not 
been satisfied. 

There are, however, certain instances when 
customers of the undecided type may be tact- 
fully persuaded to come to a decision by the 
salesperson’s taking the initiative and suggesting 
decision by some action, such as preparing the 
sales-book for recording the order. This assumes 
that the customer has made favorable and satis- 
factory decision and is ready to have the sale 
closed. 

Until the salesperson is sure of this, such ac- 
tion is not advisable. It may be resented by the 
customer and the possible gale lost at the last 
minute. . 
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opportunity to suggest to 
nity items for the home. 


Be sure you have plenty of merchandise. Try a concen- 


trated advertising campaign. 
you. 


* * 
s 


Let your advertising appeal to housewives. Try and inter- 


est them in the new things you have. 
through beauty in the article besides its usefulness. 


* * * ° 


Tie-up a window display with 
the items you advertise. Give 
a human touch to the display. 
Feature a kitchen ensemble 
and place it near the entrance 
of your store. 


Have your sales force mention 
something for the home after 
each sale. 


The ads on this and the 
following three pages have 
been planned for a Thanks- 
giving campaign. If you re- 
quire additional publicity, 
write us. 


Thanksgiving Advertising 
that will “Bring Home the Turkey” 


Holidays just ahead—Time Now 


ASH in on the coming holiday. It presents a timely 


* 
Calendar 





to Freshen-up the Home 


Help with these Ads 


the people of your commu- 
Check up on your stocks. 








The results will surprise 
November 


Merchandising 


Here is a suggestive 
list of November Mer- 
chandise Events. Be 
sure you have mer- 
chandise of this type 
to feature. 

* *” o’ 


Double Roasters 
Pudding Molds 
Nut Pick Sets 
Poultry Shears 
Carving Sets 
Chinaware 
Glassware 
Kitchen Furniture 
Electric Lamps 
Plumbers Supplies 
Lanterns 

Curtain Rods 
Window Shades 
Oil Heating Stoves 


Appeal to them 








We Give 
Thanks 











—not for what we asked for, 
but for what we received. 





* * * 


—not only for the business 


we have done, H d 
but for the friends we have araqware 
de. oe 
a Advertising ! 
* * * 


Let us explain what 
we mean. A postal 
card will bring full 
particulars! 
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HANKSGIVING is just around the corner. What, do you need to make this feast day 

the climax to a year of entertaining? We are ready for you with everything you 

may want to insure the success of the celebration. Household helps not only make 
Thanksgiving time more enjoyable, but will continue to be of a pleasure-for a long time 
to come. 
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No. 14 
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is | A most charming tea set in Nested bowls — decorative 
fe new patterns and colorings shapes ang colors. Several 


will enhance the table. 



















; . designs to select from. All 
For the coming holiday we are showing the newest priced reasonably. 
patterns and colors in chinaware. 
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No. 15 


Poultry shears of finest steel. 


Vy: OE 












Glassware of every descrip- 
tion to help you prepare and 


€. 


serve this important feast. Double Roasters, $0.00 True edge to give years of * 
‘ satisfaction. Priced reason- a 

(Prices) The self-basting kind, made 3 Anest enkmeled ably. : Oy) 

ware. Will give long service. (Prices) ‘s 











No. 9 


o.8 







Do you need a new carving ‘ ‘ 
ak? Gites Gb tes the now Silverware sets in handsome 


ones we have. > chests. All newest designs. 
Fine Glassware Finest plate to give long ser- 


vice. 











(Prices) 
Everything in glassware—new styles—new colors (Prices) 
—all priced reasonably. 








(Prices) 


(YOUR NAMEPLATE HERE) 
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MR. MAN 


This message is to you. Why 


not a new carving set for 
Thanksgiving? Surprise 
friend wife with one. 


3 Piece Carving Set, 
for $0.00 





This three piece carving set 
—fork, knife and steel sharp- 
ener. Finest of quality steel 
and bone handles. Very spe- 
cial for $0.00 the set. 


(NAMEPLATE HERE) 


©00000000000099°590000 











ND 


“Saws of 
Qua.ity,” for we cer- 
tainly are very, very 

particular about what line of 


‘we mean 


saws we handle. Note the 


prices listed below: 


(Description and 
Prices Here) 


(NAMEPLATE HERE) 
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Firt—GOOD TOOLS 


For the man who uses tools to make a living or those handy 
fellows in almost any family. No matter what class you may be : 


in, you want good tools. 


Note the prices we list below. 





Planes, wooden or metal, finest cutting edges. 


(Prices) 


Screw drivers, all sizes, all kinds 


for every use. 


(Prices) 





Hammers of finest steel 
strong handles. 
(Prices) 


with 





Chisels, 


No. 22 
Sa hi a 


sharp, hard. wood han- 


dles. All sizes. 


(Prices) 





Levels of the finest make, priced 
reasonably. 


(Prices) 


(NAMEPLATE HERE) 
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No. 25 


Those who want the finest of Builders Hardware come here. We 


make a specialty of only carrying the very best. 


will more than convince you. 








Locks in several sizes and kinds. 


All guaranteed. 


(List items here) 


Note prices— 


One visit 








sorts of uses. 


for all 
Brass, galvanized, etc. 


Hinges, 


(List items here) 


(NAMEPLATE HERE) 





PES ESEEd Fed 


Py) 


Hi 


Mi 


i) 


LEVEE EVES 


SEL Se HBL BL BEL BEB BY BLT BS (eB Yn LBB |B (vz Be] Be oS |g] oe ols [de oz] de hoe 


OSES HGE SS FSEBEEGOEGSRDSHIGE GHB HH BSEFOBS OSI SOOOHSEREG 








HARDWARE AGE for OCTOBER 2, 1930 








$1.25 the Set 


Just think — thirty-seven 
timely merchandise illus- 

trations for $1.25. Let us 

Now is a good time to buy needed articles for wash day have your order today. 
at lowered prices. Each and every one of these are good grades Start cashing in as soon 
taken from our regular stock. Supply your needs here at these cn ths Wal 
special reductions. as you receive the mats. 














Put one of these 


good hampers in 

Wash boilers built to| your, bathroom or | Substantially | made 
last—heavy grade tin| laundry and havea | Cotes. ng As 
with copper bottom—| Proper place for oo —" securel 
reinforced roll edge| S80iled clothes | fitted. handles. ixcel. 
and snug fitting cover.} linens. Natural | jot made and fin- 


Priced $0.00. a and | ished. Priced $0.00. 














Cold Snap Leaks 


Have a blow torch ready for 
(List items in this the first freeze. Also solder- 

space) ing irons, wrenches, etc. Note 
what we have priced these at. 





Don’t strain your SS No. 32 
wrists in wringing Don’t tear clothes on 
clothes when you can an old wash board 
get one of these dur- when you can get one ° 

ably made wringers to of these metal or glass (P rices ) 
do the work. wash boards for $0.00. 








(NAMEPLATE HERE) (NAMEPLATE HERE) 














Tools of the 


Finest Materials 


» HOW TO ORDER No. 36 


Saws 
If you have local stereotyping facilities, request 
afi for every need. 
the complete sets of mats of all the advertising Only the best 
illustrations on these four pages, inclosing your are sold here. 
check for $1.25. 
(Prices) 


If you need mounted cuts order them by numbers 
given under each cut, listing the numbers in a ‘ Wood Drills 
column. Figure the charge at 30c. for each cut 4 

when less than ten cuts are ordered; when order- 
ing ten cuts or more, figure the charge at 25c. 
for each cut ordered. Inclose check with order, 
please—this saves bookkeeping for small amounts. 
Send all orders to 


HARDWARE AGE 


ADVERTISING FEATURE 
239 West 39th St., New York City (NAMEPLATE HERE) 
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Christmas and Holiday Displays 


Should be planned in October 


During the month of October all 
plans for window, interior and ex- 
terior displays and decorations 
should be completed. By starting 
early you will have time to take 
care of any details that may have 
been overlooked. The lines of 
merchandise to be displayed dur- 
ing the Holiday season should be 
decided upon well in advance so 
the displayman will have ample 
time to build special settings if 
necessary. 


The accompanying display of 
fancy Chinaware has been repro- 
duced for its commendable fea- 
tures and which we describe in detail. A large screen 
in several sections was utilized to take away the flat- 
ness as well as sameness of the permanent back- 
ground. Screens on this order are very convenient 
as they can be placed in any position, thereby giving 
the window background’ a different contour every 
time the window is changed. With them you can 
make the window fit the display instead of making 
the display fit the window. 


The Christmas tree on the center panel was 
painted in green on a blue background and a Santa 





A Modern Display Stand 





An excellent display of chinaware which includes some commendable features 


described on this page. 


Claus Head was used to finish the top. The Christ- 
mas tree can be made with Holly leaves by outlining 
the three and covering the space with them. 


The fixtures used to display the chinaware are 
home made and will come in handy for a display of 
many different lines of merchandise. They can be 
placed in a vertical or horizontal position. A series 
of shelves can be quickly arranged by placing sev- 
eral sections in a horizontal position, one above the 
other. The length of thé fixture will depend on the 
size of window or space in which it is to be used. 


A Modern Display Stand 


The Displayman who has difficulty in arrang- 
ing attractive displays of small articles will 
welcome a set of fixtures shown in the accom- 
panying illustration as they solve several dis- 
play problems. First, they provide shelves for 
the merchandise; second, they give height to 
the display, and, third, form an attractive but 
neutral background effect. They are made en- 
tirely of metal. 


Another important feature about the fixture 
is the interchangeable Art Panel to give it a 
seasonable appearance according to the time 
of the year. The art panels are easily removed 
and the shelves trimmed from the rear in case 
the floor trim must be arranged first. Art pan- 
els have been designed for each month in year. 
Further particulars may be had by writing to 
the HARDWARE AGE. 
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Seasonable Displays 


Utilizing the Hardware Age 
Interchangeable Display Fixture 


In previous issues we described the Interchangeable 
Fixture and recommended that it be built during the 
summer months so you would have it for your Fall 
and Holiday displays. The accompanying illustra- 
tions show several background combinations and how 
they can be decorated in order to make them more 
timely and in keeping with the season. 

The general appearance of many articles changes 
little from season to season. They lack what may be 
called the style element or season appeal. This can 
be overcome by arranging a setting in keeping with 
the season for the display. Of course this does not 
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luustration B 


apply to everything but it does apply to a large por- 
tion of the stock. 

Illustration A shows a simple and easily carried 
out idea for Hallowe’en. Even though the merchan- 
dise does not tie up with the occasion, the trim will be 
in keeping with the event. To make the center piece 
use a piece of gray or dark blue paper or cardboard 
to cover the center section. Cut the moon from 
bright yellow, the witch, cat and leaves from black 
paper or cardboard and paste them on. If paper is 
used paste it on with rubber cement. 

Illustration B will make an attractive background 
for cutlery, roasters or anything sold in connection 
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Illustration A 


with Thanksgiving. The composition board circle 
should be from 20 to 28 in. in diameter. The turkey 
may be painted in or a paper one may be purchased 
for the purpose. 

The Christmas suggestions shown in illustration C 
hardly needs any description. The Christmas trees 
may be natural or artificial and may be lighted or 
trimmed with gifts. The Santa Claus head may be 
painted or purchased ready for mounting. 
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Illustration C 





WARE AGE. One, $1. 





Santa Claus Center Pieces 


The Santa Claus head shown in the illustration is finished in five Christmas 
colors on six ply cardboard. They are 20 in. in diameter, but this can be in- 
creased by mounting it on a larger circle. 
Three, $2.50. Six, $4. Twelve, $7.50. 
small amount please include check with order. 


May be ordered through the HARD- 
On account of the 




















HARDWARE AGE for OCTOBER 2, 1930 





Posterettes Improve Show Cards 


They Add a Touch of Color and Keep 


Them in Harmony with the Season 









Anything that may be said about keeping window displays attractive, 
seasonable and up to date applies equally well to show cards. It is an 
easy matter to change the appearance of the display by changing the mer- 
chandise, but this is not true of show cards because it requires consider- 

- able time and ability to letter cards that are in harmony with the season OVAL 
or time of year. Some cardwriters may have the ability but not the time, } ROASTERS 
others may have the time but not the ability to work out a suitable design ZS Self Basting- 













Selig ashe are 8 


ALUMINUM 







or ornamentation for the purpose. Ventilated Cover 





A show card with a picture or design supplementing the thought it con- 
veys to the public is more interesting than one without. It effects a direct 
tieup between the display and the season of the year. The problem may 

be easily solved by using gummed posterettes, as shown in illustrations A 
and B. They may be quickly pasted on after the card has been lettered, will 
emphasize the selling message, add the necessary color and increase their at- 






Illustration A 















Dr 


< THE STORE : 7 tention value. Price tickets may also be had to match the posterettes. 
i Sf : The show card shown in illustration A was designed for a display of any 
é 









, CTICAL kind of merchandise sold around Thanksgiving. Notice how the turkey pos- 
: ‘ terette ties up with the wording, makes the car/ more attractive and at the 
same time suggests a roaster for Thanksgiving. The price tickets numbers 
nine and ten shown in illustration C were designed for use with posterette 
number thirteen shown in illustration D. The price tickets numbers eleven 
and twelve and the posterettes numbers fourteen, fifteen and sixteen are fin- 
ished in Christmas colors and may be used together or separately. 












Illustration B 









ony ap ob “4 Be appropriate 
slogan during the oliday Season ° 
and feature it in connection with Tickets and Posterettes 
their displays and newspaper adver- 
tisements. “The Store of Practical 


Gifts” is suitable for the purpose for Your Thanksgiving 


providing some other store has not 
and Holiday Displays 






used it. 





The price tickets shown in illus- 
tration C are finished in three sea- 
sonable colors and measure 3% 
inches square and 2% by 4% 
inches. They may be _ ordered 
through the HARDWARE AGE at 
$1.00 a hundred postpaid. 

The posterettes shown in illustra- 
tion D are finished in three colors 
and come in two sizes, 2% by 3% 
and 3% by 5% inches. They are 
gummed, ready for pasting on the 
card, and may be ordered through 
the HARDWARE AGE at $1.50 a hun- 
dred. Give number of design and 
quantity. On account of the small 
amount involved, please send check 
with order. 







































Illustration C Illustration D 
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HE custom of the country 

has deprived me of forty 

minutes of my life. A 

salesman came in answer 
to our inquiry of a week earlier. 
He appeared to be a hustler—ar- 
rived while I was still interested 
in the morning mail. A likeable 
fellow, he recounted his last vaca- 
tion but did not go deeply into the 
symptoms of his wife’s most re- 
cent illness, a topic which has 
_been used to decorate a selling 
talk. 

Nevertheless, three-quarters of 
a precious morning hour were 
used to get a price which could 
have been sent by mail five days 
before in a letter read in five min- 
utes of leisure time. 

Now we come to the most re- 
markable disadvantage arising 
from our habit of depending on 
salesmen to make communications 


By GEO. K. GOODWIN 
W. Rose & Bros., Sharon Hifl, Pa. 


which would be better couched in 
letters. After the visitor had de- 
parted and the desk had been 
cleared, my memory was cloudy 
as to the delivery his firm could 
make and also, the proper method 
of treating their steel. So by mail 
we obtained from an expert in 
their office a concise statement 
which will serve our purpose as 
long as our filing system remains 
efficient. 

Advertisement, letter or clip- 
ping is often more accurate and 
informative than the most expen- 
sive salesman. Is it not owing to 
our being emotional instead of 
logical that we accord less atten- 
tion to printed words? The most 
successful hardware merchants 
heed letters. The little fellows 
lose them. The progress of each 
usually is proportional to the care 
with which he plans his system 





HE KEY to YOUR LARGEST 


for preserving catalogs and other 


papers. 

A fellow who reads letters 
which come into a tool factory and 
watches systems in the offices of 
its customers may easily become 
a real fan for retail filing systems. 

The wisest plan for a retail 
hardware merchant appears to be 
to divide his papers into classes 
and assign a drawer or set of 
folders to each class. When you 
are locating an invoice it is heart- 
rending to sift a burden of re- 
quests for appointments or infor- 
mation, announcements, quota- 
tions, all the litter which accumu- 
lates. For such sheets, of which 
the use will end during the cur- 
rent year, suppose we assign a 
“Temporary File” designated “No. 
1.” = 

There is a fundamental law 
which applies to all offices. Papers 
of immediate financial value 
should be kept apart from trade 
information of permanent techni- 
cal interest. The following classi- 
fication has been devised for a re- 
tail hardware store. 

1. “The Temporary File” men- 
tioned above. 

2. A folder for copies of “Or- 
ders” placed by you and not yet 
filled by your source of supply. A 
written confirmation of any verbal 
order should be included. 

8. A folder for “Bills” which 
have been received but not paid. 

4. A drawer assigned to folders 
containing “Paid Invoices” of the 
current year, each folder labeled 
with the name of one firm from 
whom you buy and all arranged 
alphabetically. 

5. A series of drawers for the 
preservation of invoices of earlier 
years containing helpful informa- 
tion, advertisements and clippings, 
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catalogs—any book or paper which 
will help you to scan the indus- 
trial world for the purpose of lo- 
cating everything that your cus- 
tomers can be induced to order 
even if the article desired is not 
carried on your shelves. Your file 
should constitute a key ready at 
a moment’s notice to give access 
to the stocks of all the hardware 
manufacturers of North America. 
This enormous reserve supply re- 
quires from you no outlay. 

It will be helpful in financing 
your business if all current pur- 
chases are represented in ‘Folders 
Nos. 2 and 3.” 

When shipments have been in- 
spected and the incoming bill com- 
pared, the copy of your original 
order is of little interest unless it 
gives information not on the bill. 
In that case, its place is in File 
No. 5 in a folder labeled with the 
name of the seller and placed be- 
side his catalog. 

When the checked bill has been 
paid, any bills for transportation 
of the goods should be pinned to 
it when it is transferred to a fol- 
der in “Drawer No. 4.” Thus, if 
you have a freight bill and no in- 
voice to which to pin it, possibly 
the road has billed you for goods 
delivered elsewhere. Such mis- 
takes have been made. 

After the current year a single 
paid invoice will not interest you, 
but it will be desirable to know 
the total annually purchased of 
each item. We record this figure 
in a column of a loose leaf binder 
between the total for the preced- 
ing year and a space intended for 
the following year. 

The packet of bills for similar 
received shipments should be al- 
lowed to remain in the “Current 
Invoice File No. 4” only until the 
latest has been compared with the 
first similar invoice of the follow- 
ing year. After that the older 
packet is of little interest, but if 


Illustrations Courtesy 
Remington-Rand Co. 


any of the items describe equip- 
ment which will remain in service 
instead of being consumed, the 
bill for it should be preserved in 
“File No. 5 with the catalog. 

In this tool factory office, in or- 
der to make instantly available 
such bills for equipment in perma- 
nent use, we have what you might 
designate as “No. 6, Repair Parts 
File.” By this we make sure that 
such important data will not be 
mixed with the general informa- 
tion in the “Catalog File No. 5.” 

I am not convinced that such an 
additional system of folders would 
not be helpful in a retail office. 
Where will you look for statistics 
of your ventilating fans, awnings, 
box strapper, adjustable shelving, 
safety razor blade grinder, sky- 
lights or truck when repair parts 
are needed in haste? How will you 
keep the size of the washing ma- 
chine, post hole digger or tractor 
that you ordered for your cus- 
tomer? 

It is best to arrange your “Cata- 
log File No. 5” alphabetically, in- 
stead of trying to place together 
all sellers of the same kind of 
goods. If your people have diffi- 
culty remembering where to look 
for a given item, they can arrange 
a small “Cross Index” drawer of 
cards, each headed with the name 
of the article and listing below 
makers of that class of goods. For 
example 
“Safety Razor Blade Grinder, 
Bello Corporation, 

Gardiner, Mass.” 





These cards should be placed 
on edge side by side in the alpha- 
betic order of the names of the 
items. 

This system is more complicated 
to read than to work. It is quick- 
er to have a well-thought out place 
for each paper than to hunt a hole 
for it. : 

Expensive equipment is not 
needed. To supplement our files 
we use the rough pine cases 13 in. 
wide, 20 long and 11 deep in- 
tended for shipping our brick sets. 
Any box that will hold the stand- 
ard folders which are 11% in. 
wide and 9% in. high will serve as 
well as a drawer and better than 
a book case for catalogs. At the 
rear, drawer or box can be blocked 
to prevent the confusion that be- 
comes conspicuous on a shelf from 
which some catalogs have been re- 
moved so that the others topple. 

The wall space back of a shelf 
can be used to better advantage 
for a display that will sell goods. 
A box can be hidden in any other- 
wise useless cubbyhole. 

In a box or drawer, folders and 
catalogs file nicely side by side. 
It is well to protect with folders, 
thin or frail catalogs and pam- 
phlets. 

Oh, my brother, keep your temper! 
Light your pipe and take a look 
along the files! 
You’ve a better chance to guess 
At the meaning of Success, 
When you’ve seen it in perspective 
in the files. 
Rudyard Kipling. 


Sneeriniab TR area Site 
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HEN it comes to 

placing the merchan- 

dise on the open top 

display counters and 
arranging it on the display panels 
in the wall cases only a most care- 
ful study will bring the most prof- 
itable results. 

No two stores are alike. The 
stock carried varies and the de- 
mands of every trade territory are 
different. For these reasons as 
well as others time spent in ar- 
ranging the merchandise correct- 
ly is time well spent. Larger sales 
are in store for the merchant who 
gives his merchandise every op- 
portunity to sell itself and in that 
way cuts down sales resistance. 

It is no problem to sell custom- 
ers who come into the store with 
the intention of purchasing cer- 
tain articles which they need and 
must have. The real problem is to 
sell customers who are coming 
into the store for one article sev- 
eral additional articles while they 


PLANNIN 


A Hardware 
Store 


By JOHN H. GANZER 
Chapter V. 


Arranging the Merchandise on Display Counters 


Mr. Ganzer invites readers of 
HarpwareE AGE to send in 
rough sketches of their present 
store arrangements. He has 
agreed to give personal atten- 
tion to a few of these and will 
provide the sender without 
cost or obligation, with a store 
plan suggesting any desirable 
changes. The first article of 
this series on store arrange- 
ment appeared in HARDWARE 
AGE for June 5, 1930. The 
various steps in the process of 
modernizing the hardware 
store have been described in 
subsequent issues. — Editors 


are there. Correctly displaying as 
nearly as possible every item in 
the store will bring this result. 

In one instance a customer came 
into a hardware store to purchase 
a few pounds of nails, probably a 
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FIG 7 











30-cent purchase. Later inquiry 
showed that this particular cus- 
tomer was building a cupboard 
and while in the store getting the 
nails noticed the paint and varnish 
display. Instead of getting his 
nails and departing he also bought 
a quart of paint and a brush and 
a package of sand paper. In this 
case a 30-cent customer was con- 






















Genuine 


STAINLESS STEEL 


Will not rust 


Price 89 : 
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Showing the standard type of talking 
price card holder. Most practical 
size is 5Y%2 x 7 inches. 


verted into a $2 customer through 
display. 

But, some will say, he would 
have come back later for the paint 
and brush. Perhaps that’s true, 
but he also might have seen these 
articles displayed elsewhere and 
bought them there before he came 
back. 

Keep display compartments on 
display counters full but do not 
overload them. 

In placing merchandise in the 
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Photo courtesy W. C. Heller & Co., Montpelier, Ohio 


This shows a very well arranged hardware store with display counters in the 

center and with the same principle of open display carried out in the ledge 

of the wall fixtures. Talking price cards scattered through the displays in this 

store would liven them up and would bring many additional dollars into the 
cash register. 


compartments on open top display 
counters adjust the glass dividers 
to as nearly as possible fit the 
merchandise. Then put just enough 
merchandise in each compartment 
to fill it up level with the top. Re- 
plenish the stock frequently, keep- 
ing it dusted and clean. Empty 


the exact items to be placed on the 
various counters in the store. 

If you have an inventory of the 
stock in the store it can in most 
instances be made up from this. 
Classify the articles to get all re- 
lated articles together first and 
then arrange them on your coun- 

ter top sketch the same 
as in Figs. 7 and 8. 








IDF 


Some items can very 
profitably be displayed 
on several different 








(Actual Size ) Fig. 9 


Showing the standard size price ticket for use on the 
smaller display compartments. 


compartments are just that much 
lost selling space. Its like buying 
a nice space in a newspaper for 
an advertisement and then not 
putting any message in the space. 

Figs. 7 and 8 show two sugges- 
ted arrangements for open top 
display counters, one for kitchen 
utensils and kitchen cutlery and 
one for tools. In determining just 
what merchandise to place on 
counters in any certain store it 
will save time and extra work if a 
similar sketch is made showing 


counters. In the summer time, 
for example, such items as fly 
swatters, fly exterminators and 
other seasonable necessities can 
very well be placed at several 
points in the store along with 
most any class of goods. It is a 
good plan to always reserve a few 
compartments on each display 
counter for purely seasonable dis- 
plays. 

Shoe polish, furniture polish 
and floor wax are items frequently 
needed in the home that can be 
displayed profitably at several 
points in the hardware store. 

Make every item you display 
help to sell some other item by 
having that other article right 
close by where the customer can- 
not help but see it. Nail sets 
should be along side of nail ham- 
mers, cold chisels and machine 
punches alongside of machine 
hammers, sand paper and turpen- 
tine alongside of paints. As you 
place each variety of merchandise 
on the counter consider very care- 
fully what other articles might be 
sold with it. 


A word about price tickets. 


As each compartment is filled 
with merchandise a price ticket or 
a talking price card should be at- 
tached to the rear division of the 
compartment. 

On the smaller compartments a 
standard size price ticket similar 


(Continued on page 69) 
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Fifth Annual Golf Tournament at Excelsior 
Springs, Mo., Draws Large Crowd 


N. A. Gladding, elected president, succeeding John Wyeth 


HE Fifth Annual Hardware 

Gold Association Tourna- 

ment at Excelsior Springs, 
Mo., Sept. 11, 12 and 18, attracted 
more than 150 players and visitors. 
Although the weather was very 
warm, during the entire tourna- 
ment, there was only a few min- 
utes of rain on Friday. The tour- 
nament was engaged in to the very 
end by 122 players, with a few 
others playing part of the time. 

On Thursday the qualifying 
round was held, after which every 
player was placed according to his 
score in one of the eight flights. 
The first seven flights each had 
sixteen players, but the eighth one 
was short a few members. Friday 
morning the match play rounds 
started, the winners continuing in 
their flights and the losers auto- 
matically going into the consola- 
tion play. Thus every player con- 
tinued to play against an oppon- 
ent, whether or not he was a win- 
ner. Last year’s champion, Harry 
Collins, Geuder, Paeschke & Frey, 
Milwaukee, Wis., was “seeded” in 
first position. 

Nearly every contest was a close 
one. E. E. Baldwin, Corbin Screw 
Corp., New Britain, Conn., cham- 
pion of 1928, defeated last year’s 
champion in the first round. Paul 
R. Fish, Good Hardware, New 
York City, is the champion for 
1930. Mr. Fish won a hard battle 
against A. R. Wright, Connecticut 
Valley Mfg. Co., Centerbrook, 
Conn., 2 up and 1 to go, Mr. 
Wright becoming the runner-up. 
In the previous match Mr. Fish 
defeated “Dick” Sundvahl, Chi- 
cago, Ill., secretary-treasurer of 
the association, 1 up in 27 holes. 
Mr. Fish holds the association 
trophy until next year. He also 
won the low net qualifying score, 
therefore winning a second leg on 
the Hardware Retailer trophy, 
shooting a score of 81, less 10 
handicap, or 71 net. 

John Wyeth, Wyeth Hardware 
& Mfg. Co., St. Joseph, Mo., pres- 








ident of the association, presented 
a very handsome trophy to be 
known as the Wyeth trophy, to be 
given to the runnerup in the cham- 
pionship each year. It will prob- 
ably be played for a good many 
years before it is won three times 
by the same person. 

Winners in other classes are: 
class B, J. G. McFarland, Van 
Camp Hardware & Iron Co., In- 
dianapolis, Ind.; class C, Hanson 
Thomas, Oliver Iron & Steel Co., 
Pittsburgh, Pa.; class D, B. H. 
Wilson, Eberhard Mfg. Co., Cleve- 
land, Ohio; class E, Ray Cusack, 
Richards & Connover Hardware 


N. A. Gladding 
New President 


John 


Retiring 


Co., Kansas 
City, Mo.; 
class F, W. 
H. Lichty, 
Russell, 
Burdsall & 
Ward Bolt & 
Nut Co., Port 
Chester, N. 
Y.; class G, 
M. H. Wil- 
liams, Corbin 
Screw Corp., 
New Britain, 
Conn., and 
class H. S. 
Horace Diss- 


R. A. Sundvahl 
Secretary-Treasurer 


Wyeth 


President 


ton, Henry Disston & Sons Co., 
Philadelphia, Pa. 

On Saturday evening the ban- 
quet was held and prizes were dis- 
tributed. ‘More than 140 prizes 
were awarded, which were more 
costly and beautiful than any 
given at former tournaments. 
Coleman Lamp & Stove Co., 
Wichita, Kan.; Sheffield Steel Co., 
Kansas City, Mo.; Yale & Towne 
Mfg. Co., Stamford, Conn.; Henry 
Disston & Sons Co., Philadelphia, 
Pa.; John H. Graham Co., New 
York City; A. J. Lindemann & 
Hoverson Co., Milwaukee, Wis.; 
Kroydon Co., and Burgess Battery 





Edward Wollager 
Vice President 


Corp., Chicago, Ill., donated some 
beautiful prizes. 

The following new officers were 
elected for the coming year: N. A. 
Gladding, E. C. Atkins & Co., In- 
dianapolis, Ind., president; Ed- 
ward Wollager, John Pritzlaff 
Hardware Co., Milwaukee, Wis., 
vice-president and secretary-treas- 
urer; R. A. Sundvahl, The Corbin 
Screw Corp., New Britain, Conn. 
Officers and the following men 
were named as directors: Mr. 
Wyeth, Mr. Fish, John C. Shelby 
Metal Products Co., E. R. Swift, 
Stanley Works, New Britain, 
Conn., and Mr. McFarland. 
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SCHREINER, TREASURER | The first few pages of the 


bulletin give facts and statistics 


| concerning the causes and re- 


Louis Schreiner has become | 
a member of the firm of Steets 
Supply Co., Inc, 492 Ninth 


Ave., New York City, distrib- 





LOUIS SCHREINER 


utors of hardware and _ tools. 
Mr. Schreiner, who has been 
elected as treasurer of the firm, 
joined the company _ several 
months ago following thirty-one 
years’ association with the A. 
W. Gerstner Co., New York 
City. 

Mr. Schreiner is well and fa- 
vorably known throughout the 
metropolitan territory and will 
receive the best wishes of many 
friends. 


FIRE PREVENTION WEEK 
BULLETIN IS ISSUED 


The insurance department of 
the Chamber of Commerce of 
the United States, Washington, 
D. C., has issued Bulletin No. 
41, concerning fire prevention. 
It suggests a plan for individ- 
uals, commercial organizations 
and trade .associations for Fire 
Prevention Week, Oct. 5-11. A 
copy of the recent proclamation 
of President Hoover announc- 
ing the week is inclosed in the 
bulletin. On the first page is 
announced the membership of 
The National Fire Waste Coun- 
cil, which exists for the express 
purpose of assisting commer- 
cial organizations in their fire 
prevention efforts. 


sults of fires in this country. It 
is pointed out how valuable self 
inspection of property really is. 
Common causes of fires are 
fully explained. To facilitate 


| this self inspection of property, 





home inspection blank for 
children and a similar 


a 
school 


El Paso, Tex., has eight re- 
tail hardware stores which in 
1929 reported net sales of $219,- 
361, according to the Bureau of 


the Census. The report is the 
first on distribution by cities 
made by the Bureau, which is 
issuing statements of this char- 
acter. The Bureau at the same 
time issued a report on whole- 
sale establishments in El Paso. 
Other retail distribution reports 
have been issued for Trenton, 
N. J., and Pueblo, Colo. The 
next will deal with retail dis- 
tribution in Syracuse, N. Y. 
The Pueblo report does not 
cover hardware or paint stores 
individually. 

The 33 retail hardware stores 
in Trenton reported net sales of 
$559,306 in 1929, and invento- 
ries at cost of $215,319. The 
salaries and wages of the 28 
employees were $36,910. The 
20 paint and glass stores, in- 
cluding wallpaper, in Trenton, 
reported net sales of $832,381, 
with inventories of $218,465, 
while the wages and salaries of 
the 20 employees totaled $125,- 
582. 

The eight retail hardware 
stores in El Paso had 19 full- 
time employees, whose wages 


and salaries were $24,140. The | 


inventories at cost aggregated 
$102,519. There were nine paint 
and glass stores, including wall- 
paper, reporting from El Paso, 
with net sales of $368,494. They 
had 29 employees with total 
wages and salaries of $44,556. 
Inventories were $121,350. 

The effect of El Paso’s loca- 
tion, on the Mexican border and 





First Census Distribution Highlights on 
EI Paso, Pueblo and Trenton 


(From Washington Bureau of HARDWARE AGE) 








blank for mercantile establish- 
ments is incorporated. | 
Suggestions are contained for | 
school activities, fire department | 
participation in demonstrations, | 
publicity methods, general ac- 
tivities and the work of trade 
associations. Methods of carry- 
ing out plans for making build- 
ings safe from fire hazard are 
contained in the pamphlet. 


in comparative isolation in re- 
spect to other large cities, is re- 
flected throughout the report. 
The report called attention to 
the relation in volume of sales 
and other factors between the 
independent stores and the local 
units of chains and other mul- 
tiple-store organizations. It 
showed 1186 independent stores 





of all kinds, with total net sales 
of $41,504,069 and inventories 
of $6,178,262. The wages 
the 4069 employees aggregated | 
$4,801,300. The 26 local chain | 
and branch systems of all kinds | 
had net sales of $2,017,323 and | 
inventories of $284,843, while | 
the wages of the 181 employges | 
were $232,350. The 68 national | 
and sectional chains had net} 
sales of $6,421,761 and invento- | 
ries of $964,534. The wages | 
of the 522 employees totaled 
$735,144. 

The wholesale report showed 
five hardware establishments in | 
El Paso with net sales of $4,- | 
328,887, the average per estab- | 
lishment being $865,777. Stocks 
on hand at the end of 1929 were 
$1,176,402, while the wages of | 
the 159 employees were $208,- | 
109. 

The 149 wholesale distributors 
in El Paso reported net sales of | 
$56,647,969, and stocks on hand | 
of $5,926,809. The average sale | 
per establishment was $380,188, | 
and the wages of the 1556 em- | 
ployees were $2,684,797. The 
wholesale business reported does | 
not include sales by El Paso} 
manufacturers that were made 
direct from their plant locations 
nor does it include wholesale 
sales made by retailers. 


of 


| 
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LIBBEY-OWENS-FORD 
RADIO BROADCASTS 


Libby-Owens-I*ord Glass Co., 
Toledo, Ohio, recently added 
radio broadcasting to its activi- 
ties, emphasizing Libby-Owens- 
Ford Safety Glass, although 
sheet and polished plate glass 
are also covered. Floyd Gib- 
bons, noted war correspondent, 
is the central figure in these 
programs. For this engagement 
he is returning to the type of 
programs which brought him 
into fame as a radio entertain- 
er. He is presenting a new 
series of “World Adventures” 
and is varying his narratives 
of news scoops with vivid char- 
acter sketches of unusual per- 
sonalities he has met in his en- 
counters with all classes of hu- 
manity. 

These programs are broadcast 
through WJZ and associated 
stations of the National Broad- 
casting Co., Sunday evening at 
9 o'clock, eastern standard time. 


NATIONAL LEAD CO. 
BUYS MORE PROPERTY 


According to reports, the 
South Charleston properties of 
the Evans-Wallower Lead Co., 
New York City, have been sold 
to the National Lead Co., New 
York City. The properties will 
be opened under the name of 
vans Lead Co. The same 
sales and office organizations 


| will be retained, W. H. Row- 


ley, vice-president, announced. 


HENRY BREWER RETIRES 
FROM WINCHESTER 


At the quarterly meeting of 
directors of the 
Winchester Repeating Arms 
Co., New Haven, Conn., held 
Sept. 24, the resignations of 
Henry Brewer as vice-president 
and secretary, and of Leslie H. 
Thompson as vice-president and 
treasurer, were presented. Mr. 
3rewer was placed on the re- 
tirement rolls of the company 
in recognition of his thirty-five 
years of continuous service. At 
the request of the board Mr. 
Thompson remains a member 
of directors. 


the board of 
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RUTH ALEXANDER THE 
NOTED FLIER, DAUGHTER 
OF HARDWARE MAN 


Ruth Blaney Alexander, noted 
girl flier who was killed in a 
plane crash near San Diego, 
Cal., just after she had started 
a cross-country flight, was the 
daughter of Mr. and Mrs. W. 
T. Blaney, Irving, Kan. Mr. 
Blaney for years operated a 
hardware and implement store 
at Irving, and it was in his 
store that his young daughter 
learned the use of tools and 
the repair of gas engines. 

According to Mrs. Alexan- 
der and her father, she learned 
how to repair automobile en- 
gines at an early age, and on 
various repair jobs on engines, 
windmills and pumps, she was 
her father’s helper. She had 
been on the Pacific Coast sev- 
eral years, where she made a 
number of altitude records. 

When Gov. Clyde M. Reed of 
Kansas visited the West on one 
occasion, he selected her as his 
pilot in an airplane tour. Defi- 
nite information is lacking as 
to how the crash happened. It 
occurred soon after Mrs. Alex- 
ander took off, and it is thought 
she had not attained an alti- 
tude of more than 500 ft. 

The Blaneys at Irving, Kan., 
have been identified as imple- 
ment and hardware dealers for 
many years, and W. T. Blaney 
is well known to many in the 
Western Retail Implement and 
Hardware Association. 

The crash in which Mrs. Al- 
exander met death happened on 
Sept. 18 just east of San Diego. 
She had intended to stop and 
see her people and many friends 
at some point in eastern Kan- 
sas. She operated a_ beauty 
shop in Olathe about six years 
ago, but after she took up avia- 
tion the knowledge of tools and 
engines she had acquired while 
helping her father as a young 
girl made her advancement in 
the business of flying very 
rapid. 


PRODUCTION UP 19.2 P. C. 
ON ALUMINUM GOODS 


(From Washington Bureau 
of HARDWARE AGE) 


Aluminum products to the 
value of $147,307,270 were man- 
ufactured in 1929 by the 139 
establishments reporting to the 
Bureau of the Census, making 
a gain of 19.2 per cent, as com- 
pared with $123,557,112 re- 


ported by the same number of 
plants for 1927. Some of the 
items which enter into the total 





for 1929 are aluminum kitchen 
and household appliances, other | 


than electric, $28,567,876; other 
aluminum ware, $6,094,956; mo- 
tor vehicle accessories and 
parts, $11,719,444; castings, not 
included in foregoing items, 
$21,164,807. 


CRAWFORD REJOINS 
UNITED DRUG COMPANY 


Sam. H. Crawford, formerly 
of Winchester Repeating Arms 
Co., New Haven, Conn., is now 
manager of the Rexall Agency 
Department, United Drug Co., 





SAM. H. CRAWFORD 


43 Leon St., Boston, Mass. 
From the beginning he was en- 
gaged in promoting the agency 
plan formerly offered by Win- 
chester. While in the Winches- 
ter company he developed in 
his department 6400 agents and 
built up the thirty-four clubs, 
with their group meetings, in 
which latter he acted as educa- 
tor in merchandising. Mr. 
Crawford in a recent letter ex- 
presses his appreciation of the 
friendly attitude with which or- 
ganized hardware groups have 
received him. 

Mr. Crawford, as a retailer, 
was the manager of the first 
Liggett drug store in New 
York City. 


NEW ENGLAND HDWE. 
MEN HOLD OUTING 


The New England Hardware 
Dealers Association and the 
Hardware Associates jointly 
held their annual outing on 
Tuesday, Sept. 23, at Swamp- 
scott, Mass. It was the larg- 
est attended affair of its kind 
in the history of the organiza- 
tions. During the afternoon a 
ball game and other sports were 
enjoyed, but the big event of 
the day was a golf match in 
which James Moir, Corbin Cab- 
inet Lock Co., carried off the 
honors. More than 140 sat 
down to dinner at the Ocean 
House, after which there was 
dancing. 








New Canadian Tariff Rates Threaten 
U.S. Manufacturers with Trade Loss 


(From Our Washington Bureau) 


It is the general view here 
that American trade will be af- 
fected considerably to its dis- 
advantage by the new Canadian 
tariff. The Conservative party 
which has just come into power 
has set up increased duties on 
about 125 classes of goods, large 
quantities of-which are exported 
from the United States. The 
new rates were made effective 
provisionally Sept. 17. Whether 
the increased rates were in re- 
taliation for the Hawley-Smoot 
Act is beside the question. The 
effect will be the same. Cana- 
dian authorities have denied that 
it is meant as a retaliatory 
measure. Instead, they contend 
it is intended as a protective 
measure to build up Canadian 
industry and give employment 
to Canadians, a move which has 
become world-wide. It is read- 
ily recognized that each coun- 
try is not only within its rights 
in setting up tariff walls, so 
long as they are not unjustly 
discriminatory, but is. duty- 
bound to protect its own in- 
dustries. Canada, like many 
other countries, is constantly 
becoming more self-contained 
industrially, and this in itself 
will adversely affect exports 
from the United States. The 
fact remains, however, that 
there is a belief in some quar- 
ters that the Canadian tariff is 
partially directed as a retalia- 
tory measure in return for the 
high agricultural rates in the 
Hawley-Smoot Act. 

The American law is held by 
many to be responsible for the 
increasing tariff duties through- 
out the world and has been the 
source of much criticism from 
many industrial leaders of the 
United States, including those 
in such lines as iron and steel, 
automotive, etc., whose attitude 
toward high protective rates has 
experienced a change during 
the past decade with the grow- 


ing export business of the 
United States. At the same 
time there are those who think 
the possible effect on American 
trade from the tariffs of other 
countries has been overempha- 
sized. Moreover, it is felt that 
consumers in some of these 
eountries will not take kindly 
to the higher rates because of 
the greater cost to them of the 
highly protected items. This 
development apparently has not 
as yet taken place, but its sub- 
sequent advent would not be 
surprising. 

About 125 classes of goods 
are affected by the increased 
Canadian tariff. Among them 
are household equipment, elec- 
trical apparatus, cast-iron pipe, 
agricultural implements, gaso- 
line, textiles, etc. 

Commercial Attache L. W. 
Meekins, Ottawa, has informed 
the Department of Commerce 
that there are also important 
changes in the customs law af- 
fecting all classes of imports. 
The home market value for 
duty purposes is not to be lower 
than the selling price to jobbers 
or wholesalers generally at the 
time and place of shipment di- 
rect to Canada. Whenever the 
governor-general regards impor- 
tations as injurious to Canadian 
producers, he is authorized to 
fix the dutiable value of such 
imports regardless of the home 
market value. A dumping duty 
is to be applicable when the ac- 
tual selling price to Canadian 
importers is less than either the 
fair market value or the value 
for duty purposes fixed by the 
minister. The dumping duty, 
like some other duties, has beerr 
increased greatly, and now is 
possible up to 50 per cent ad 
valorem, instead of 15 per cent 
as formerly. The only goods 
exempt from a dumping duty 
are those of a kind not made 
in Canada. 





KEYSTONE PROMOTES 
W. C. BUCHANAN 


W. C. Buchanan, for the last 
year assistant to the president 
of the Keystone Steel & Wire 
Co., Peoria, Ill., has been made 
vice-president and assistant 
general manager. Previous to 
his connection with the Key- 
stone company, he was with the 
Trumbull Steel Co. and was 
instrumental in the formation of 
the Mid-States Steel & Wire 
Co., Empire Steel and other 
mergers. 








McCARTHY HARDWARE 
CELEBRATES JUBILEE 


McCarthy Hardware Co., 
Mankato, Kan., celebrated its 
golden jubilee at the Mankato 
store on Sept. 25, 1930, in the 
afternoon and evening. Enter- 
tainment and‘refreshments were 
features of the day. Mr. Mc- 
Carthy and his sons operate one 
of the oldest firms in business 
in northwestern Kansas. 

The store was recently en- 
larged and modernized. It was 
founded in 1880 by the senior 
member of the firm. 
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COVENTRY DIES; WAS 
HEAD OF TOOL FIRM 


Charles Curtiss Coventry, 
president and treasurer, the 
Cleveland Tool & Supply Co., 
1427 W. Sixth St., Cleveland, 
Ohio, died Sept. 18 at his home 
in that city, following a short 





CHARLES COVENTRY 


illness, from pneumonia. Until 
a few days prior to his death 
he had been active in his office. 
Mr. Coventry, F. C. Wittich and 
Frank C. White founded the 
company. Since its founding 
Mr. Coventry had been treas- 
urer, becoming president of the 
concern in 1901. 

Mr. Coventry, who was na- 
tionally known in the mill sup- 
ply business for many years, 
was a member of the Union and 
Mayfield Clubs, the Chamber of 
Commerce, Cleveland Advertis- 
ing Club and numerous civic 
organizations. He was born in 
New Philadelphia, Ohio, coming 
to Cleveland at the time of the 
formation of the company, 
which he headed. Mr. Coven- 
try, who never married, is sur- 
vived by a sister, Mrs. Howard 
White, with whom he lived, and 
his brother, Frank L. Coven- 
try, Hibbing, Minn. 

Mr. Wittich is the last sur- 
viving member of the three 
founders and is still active in 
the business. 


A. S. BOYLE CO. BUYS 
ADDISON-LESLIE CO. 


The A. S. Boyle Co., 1934 
Dana Ave., Cincinnati, Ohio, 
has purchased the Addison-Les- 
lie Co., Canton, Mass., and its 
products, Plastic Wood, Rug 
Sta and Canton Crack Filler. 
Sales, advertising and general 
offices of the combined organ- 
izations will be located in Cin- 
cinnati, Ohio. The Boyle or- 
ganization makes the Old En- 
glish line of various types of 
wax, brushes, mops and wood 
fillers. 





Combining these two organ- 
izations and the well-known 
products will enable the great- 
‘er serving of the hardware 
trade. 


HORLICK IS HERCULES 
ASST. SALES DIRECTOR 


Hercules Powder Co., Inc., 
Wilmington, Del., has announced 
through C. C. Gerow, the di- 
rector of sales, explosives de- 
partment, the appointment of 
J. H. Horlick, Jr., as assistant 
director of sales. Mr. Horlick 
has served for a number of 
years as manager of the service 
division of the explosives de- 
partment. He is taking over 
the duties of the late Fred F. 
Smith. 

J. Barab is now the service 
division manager, and H. M. 
Lynch will continue to act as 
chief clerk and as assistant to 
Mr. Horlick. 





Michelin Gives Up Milltown Plant 


Because of Price Conditions 


According to an amnnounce- 
ment of J. Hauvette Michelin, 
vice-president, the Michelin 
Tire Co., Sept. 10, the com- 
pany’s plant at Milltown, 
N. J., which was shut down on 
May 1, will not be reopened. 
Mr. Michelin is reported to 
have said that this was made 
necessary because of present 
market conditions and that the 
plant and the home community 
adjoining have been offered for 
sale. Main headquarters and 
main plant of the company are 
in Clermont-Ferrand, France. 
The Milltown plant was opened 
in 1907. The plant was oper- 





ated at capacity of 1800 and did 
a total annual business ranging 
from twelve to sixteen million, 
at one time, according to re- 
ports. 

Mr. Michelin stated that con- 
ditions in the business last win- 
ter were such that it was impos- 
sible to break even. He stated 
that price seemed the main fac- 
tor and that quality seems to be 
lost sight of at the present time, 
in the keen competition between 
chain stores and oil stations, on 
one side, and factory-controlled 
retailers, on the other hand. 
Volume is possible only by re- 


duction of the prices, according 
to Mr. Michelin. 





Wickwire-Spencer Reorganization Plan 
Assures Continuation of Business 


Correcting any previous mis- 
understanding about the future 
plans of the Wickwire Spencer 
Steel Co., 41 E. 42nd St. New 
York City, a recent statement 
by Frederic W. Allen, chairman 
of the reorganization committee, 
establishes definitely that this 
well-known firm will be reor- 
ganized as a going concern. 
Any rumor that the property 
would be liquidated and the 
business discontinued is entirely 
without foundation. 

Mr. Allen’s public statement 
follows: 

“In the announcement dated 
Aug. 11, 1930, of the adoption 
of the amended plan of reor- 
ganization of Wickwire Spen- 
cer Steel Co., reference was 
made to the fact that a decree 
had been entered for the fore- 
closure of mortgages securing 
bonds of the company, and for 
the sale of its mortgaged and 
unmortgaged assets. 

“The Reorganization Commit- 





tee has been informed that the 
announcement regarding the en- 
try of the decree of foreclosure 
and sale has been interpreted 
in certain quarters as meaning 
that the property of the com- 
pany would be liquidated and 
its business discontinued. This 
is not intended. The plan of 
reorganization as amended con- 
templates that the company shall 
be reorganized as a going con- 
cern. This involves the sale of 
the property and its transfer to 
a new company to be organized 
to continue the existing busi- 
ness, and the entry of the fore- 
closure decree is a step in con- 
nection with the reorganization, 
which it is hoped to carry out 
upon the completion of the nec- 
essary legal proceedings and as 
soon as business conditions per- 
mit.” 

With Mr. Allen on the re- 
organization committee are Ru- 
dolph B. Flershem, Arthur H. 
Lockett, Acosta Nichols, Robert 
B. Stearns, George W. Treat 
and William A. Barber, secre- 
tary. 





Kelly-Springfield Suffers Big Losses 


The Kelly-Springfield Tire 
Co., a New Jersey corporation, 
with headquarters in Spring- 
field, Mass., had lost $13,784,501 
since 1923, counsel for James 
H. Kelly, a stockholder, de- 
clared recently at a hearing in 
Chancery Court, Jersey City, 





on his suit for a receivership, 
according to reports. 

The company, which markets 
tires through jobbers and re- 
tailers, cannot successfully com- 
pete with mail-order houses, 
gasoline stations and large dis- 
tributors, according to the coun- 
sel. 





G. W. NOLAND MANAGES 
GRAY & DUDLEY SALES 


G. W. Noland has resigned 
as secretary, director and sales 
manager of the Allen Mfg. Co., 
Nashville, Tenn., to become 
sales manager of the Gray & 
Dudley Co., Nashville, Tenn., 
manufacturers of the Washing- 
ton line of stoves and ranges. 
Mr. Noland recently assumed 
his duties. His title is sales 
manager, and he will have gen- 
eral charge of the company’s 
sales, acting as assistant to the 
president in the sales department. 

Houston Dudley, president, 
announced the appointment in 
the weekly bulletin issued to 
the company’s employees. Mr. 
Noland had been with the Allen 
organization practically all his 
life. He is said to have the 
distinction of selling the only 
trainload orders of stoves in the 
United States, having sold two 


solid frainload shipments to 
large buyers in the Middle 
West. Mr. Noland operates 


and pilots his own airplane. 

Mr. Noland, who is only 34, 
is active in civic affairs in Nash- 
ville, heads the Nashville Aero 
Club, holds a lieutenant’s com- 
mission in the 105th Observa- 
tion Squadron, Tennessee Na- 
tional Guard, and has been quite 
active in the development of 
aeronautical activities. 

In his new position he will 
have charge of more than 50 
salesmen, representing the con- 
cern in every State of the 
Union, Alaska, Canada, Mexico 
and other countries. The line 
now includes electric, gas, coal 
and wood burning stoves, in one 
of the largest assortments in the 
world. 
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Norvell Tells N. Y. Boosters About 


Booms and Depression 





Tracing the natural economic 
developments which lead to 
booms and depressions, Saun- 
ders Norvell told the Hardware 
Boosters on Saturday, Sept. 27, 
how the individual contributes 
to these high and low points of 
business. Mr. Norvell, presi- 
dent of Remington Arms Co., 
Inc., New York City, and Con- 
tributing Editor of HARDWARE 
AGE, was well received by an 
enthusiastic audience of 71 
members and guests meeting at 
the Hardware Club, 253 Broad- 
way, New York City. His talk 
closely paralleled his signed ar- 
ticle, which appears on pages 
32 and 33 in this issue of Harp- 
WARE AGE. 











SAUNDERS NORVELL 





: | 
vice- 


president of Remington, out- 
lined that company’s success- 
ful promotion of the new 
Remington Dollar Knife, and 
at the close of the meeting pre- 
sented each man present with 
a sample of this knife. 











Harry J. Strugnell, 


The new piano was put into 
| excellent service with William 
Newborn, Federal Printing Co., 
at the keys. Singing of the 
Booster theme song and well- 
known favorites was led by 
Fred B. Hinchman, John Rus- 
sell Cutlery Co. President 
Charles J. Heale, HaArpware 
AcE, presided, aided by Vice- 
president Roy C. Schmidt, Stan- 
ley Works. Secretary H. R. 
Conner, Pike Mfg. Co., read 
the minutes of the previous 
meeting and also important 
communications received by the 
organization. The nominating 
committee, Charles K. Golden, 
Fred H. Ritterbusch, Earle 
| Hardware & Mfg. Co., and 








George H. Fisher, Milwaukee 
Stamping Works, was charged 
with the duty of recommending 
officers to be voted on at the 
October meeting. 

Among the prominent guests 
present were Charles F. Rock- 
well, secretary-treasurer, Amer- 
ican Hardware Manufacturers 
Association; Charles J. Smith, 
Charles J. Smith & Co., presi- 
dent of the Metropolitan Whole- 
sale Hardware & Housefurnish- 
ings Association; J. H. Cherry, 
secretary of that body, and E. 
R. Masback, Masback Hard- 
ware Co., past president of the 
same, also Robert Hammond, 
president, Brooklyn Hardware 
Association; Jean Blair, Ri J. 
Atkinson, H. A. Cornell, Ed 
Ferguson, Tom Grogan, H. ‘A. 
Grafenstadt and E. C. Hadley, 
ballistic engineer for Renting- 
ton; J. H. Oliver, Oliver Broth- 
ers, and O. B. Surpless, Surp- 
less, Dunn & Co. 


Lamont Sees Improvement in Industry 


Indications that industrial condi- 
tions are showing a slight improve- 
ment are offered by reports which are 
coming in to the Department of Com- 
merce from various sources, it was 
declared Sept. 22 by Secretary Robert 
P. Lamont. It is becoming evident, 
the Secretary said, that industry 1s 
doing what sound business practices 
dictate when prices are at a low point 
and is gathering stocks of raw mate- 
rials in anticipation of future activ- 
ity. 

It was stressed by the Secretary 
that the Government is not taking any 
formal action to influence the situa- 
tion. It is, he said, a purely volun- 
tary move on the part of business and, 
while industrial leaders are coming to 
the department to discuss the situa- 
tion, and conferences have been held 
with textile and other groups, both in 
New York and here, the action toward 
those discussions was not initiated by 
the department but by the business 
men themselves. 

“The various weekly and monthly 
business indicators which are coming 
in in a steady stream are more or less 
mixed in their trends,” Mr. Lamont 
pointed out. “But it is perfectly clear 
that business on the whole has ceased 
the market decline which was charac- 
teristic of a number of earlier months 
and there are some distinctly encour- 
aging features. 

“The most encouraging aspects are 
the growth of export trade as revealed 
by the August statistics and the dis- 
tinct picking up in retail trade in this 
country. 

“The increase of exports during Au- 
gust was more than is customary at 


(From Our Washington Bureau) 
this season. During the years 1922- 
1929 the increase between these two 
months averaged 5% per cent, but in 
1930 was more than 12% per cent. This 
increase was not confined to one or 
two commodities but was shared by 
most of the major groups. Metal 
manufacturers other than machinery 
and vehicles increased 4.4 per cent in 
value, animal products about 6 per 
cent, nonmetallic minerals 9 per cent 
and inedible vegetable products 30 per 
cent. The increase in vegetable food 
products is largely due to the seasonal 
movement of wheat. Exports of raw 
and manufactured textiles increased 
by 49 per cent, chiefly by reason of 
larger shipments of cotton, although 
other products also increased by 25 
per cent. 

“Exports of cotton increased about 
$13,000,000 in value and those of wheat 
about $6,500,000. Among important 
individual products showing quantity 
increases in exports were gasoline, 
motor trucks, passenger cars, electri- 
cal apparatus, tobacco, flour, crude 
petroleum, bacon and _ automobile 
tires. 

“As regards retail trade, precise 
statistics are not yet available, but 
preliminary figures indicate improve- 
ment, and this is more than confirmed 
by the statements of many represen- 
tatives, not only of department stores, 
but of other classes of retail stores. 
The gain already manifested is more 
than usually occurs at this season; 
moreover, the stocks of the retail 
stores are exceptionally low and it is 
therefore good reason to believe that 
their purchases from manufacturers 
and wholesalers will increase materi- 
ally.” 


Sees Big Expenditures 
For 1930 Road Building 


The lifting of barriers for accelera- 
tion in public construction works and 
the increased appropriations for roads 
and other projects is expected to raise 
the total of Federal expenditures for 
construction during 1930 considerably 
above the amounts spent in 1929, ac- 
cording to a survey of “planning and 
control of public works,” made by 
Dr. Leo Wolman at the request of 
President Hoover. 

A decided shift in the nature of 
Federal construction expenditures 
from 1919 to 1929 is noted by Dr. 
Wolman. “Of a total expenditure in 
the fiscal year from July 1, 1918, to 
June 30, 1929, of $716,000,000,” he 
said, “nearly $459,000,000 was used 
by the Navy Department and more 
than $200,000,000 by the Quartermas- 
ter Corps of the Army; in that year 
the Bureau of Public Roads of the 
Department of Agriculture spent only 
$3,750,000 on roads. By 1923 road 
building had become the leading item 
of Federal expenditure and has con- 
tinued in first place since that time.” 

Road building outlays, Dr. Wolman 
pointed out, have risen from the low 
level of 1919 to an average of more 
than $90,000,000 annually since 1924. 
Actual expenditures both for forest 
roads and in the form of Federal aid 
to States increased from nearly $25,- 
000,000 in 1920 to $108,000,000 in 1925 
and have continued above the $90,- 
000,000 level since then. In this con- 
nection it is noted that the Federal 
aid appropriations for 1931, 1932 and 
1933 have been increased by $50,000,- 
000, that is, from $75,000,000 to $125,- 
000,000 each year. 
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GENERAL MARKET 
NEWS orf tHE WEEK 











Shipments of Galvanized 
Sheet Metal Ware Gain 


Shipments of enameled sheet metal 
fare in July represented 213,420 doz., 
valued at $858,774, compared with 
247,861 doz., valued at $996,270 in 
June and 290,532 doz., valued at $1,- 
097,956, in July of last year, accord- 
ing to reports received by the Depart- 
ment of Commerce from 16 manufac- 
turers, comprising approximately 80 
per cent of the industry. 

Shipments of galvanized sheet 
metal ware in July were 137,970 doz., 
valued at $523,970, compared with 
116,096 doz., valued at $503,304 in 
June and 153,958 doz., valued at 
$628,545, in July of last. year, ac- 
cording to reports from 14 concerns, 
comprising a large proportion of the 
industry. 


Building Permits Show Decline 
in 585 Cities and Towns 


Permits for building in 585 cities 
and towns all over the United States 
are reported for August by S. W. 
Straus & Co. at $160,791,000. This 
continues the decline, showing a drop 
of 15 per cent from the $188,939,000 
in July. Compared with August, 
1929, the drop was 37 per cent from 
$255,082,000. 

After adjusting for seasonal and 
trend factors, the August total is 
estimated at 18.4 per cent below 
normal. The similarly adjusted July 
index was 13.1 per cent below normal, 
while that for August, 1929, was 3.4 
per cent below normal. 


Last Week’s Price Average 
Was 83.6 P. C., Says Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced Sept. 21 that the pre- 
vious week’s wholesale commodity 
prices, based on Dun’s quotations, av- 
eraged 83.6 per cent. The purchasing 


Hardware Trade Senti- 
ment Very Encouraging 
New York, Oct. 


sentiment among hardware men is 
very encouraging, even though any 
improvement in trade to date is 
very slight. September volume with 
wholesalers was considerably better 
than during July and August but 
somewhat behind when compared 
with September of last year. It is 
generally felt that the last quarter 
will see steady if not rapid improve- 
ment, particularly with the start of 
the Christmas holiday season. 
There is no longer any illusions 
that 1930 can equal 1929. Business 
to date is said to average about 25 
per cent less than’ for the same 
period of 1929. With few excep- 
tions leading hardware market cen- 
collections and 


1 — Business 


ters report fair 
closely watched credits. 

Other than declines on manila 
rope, linseed oil, shellac, and sisal 
prices are practically unchanged. In 
certain sections there are reports of 
competitive pricing on standard 
goods, but this condition is by no 
means general. 





power of the dollar on a 1926 basis 
of 100c., was 119.6c. The August av- 
erage was 120.2c., according to the 
Journal of Commerce. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
74.8. The August average was 76.3. 

The Italian index on the revised 1926 
basis for the week ended Sept. 13 was 
61.0. The August average was 61.6. 


Wholesale Price Index 
Again Shows Decline 


The wholesale price index of the 
National Fertilizer Association for the 
week ended Sept. 20 showed a decrease 
of 0.8 of a point, bringing the index 
number to 84.5, a new low for the 


present year. Last week the index 
stood at 85.3 and a year ago it was 
97.6. 

The group of fats and oils was the 
only one showing an increase for last 
week. Seven groups declined and the 
remaining six showed no change. 

Prices of forty commodities declined, 
while only thirteen advanced. 


Employment Shows Improve- 
ment, A. F. of L. Reports Show 


Improvement in the unemployment 
situation, foreshadowed in American 
Federation of Labor reports of Au- 
gust, gained force in the early weeks 
of September, according to a state- 
ment by William Green, president of 
that organization. Trade unions in 
twenty-four cities report September 
unemployment of 21 per cent, com- 
pated with 22 per cent out of work 
in July and August. 

“We welcome this more definite 
trend for the better,” said Mr. Green. 
“It indicates improvement in the busi- 
ness situation, at least seasonably. 
This is the first time in the three 
years since we have collected figures 
from trade unions that employment 
has shown so definite and general an 
improvement in September. This is 
partly due, of course, to the un- 
precedented number out of work in 
July and August. 

“However, the upturn in employment 
has been only slight in comparison to 
the large numbers still needing jobs. 
We should not lose sight of the fact 
that over twice as many are still out 
of work as at this time last year and 
in the metal trades more are unem- 
ployed than ever before since we have 
collected figures. Even if conditions 
improve further in October, as they 
sometimes do, millions will have scant 
substance to provide against the 
dreaded winter months ahead.” 
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Dealers’ Prices on Victor 
and Oneida Game Traps 


Prices to the dealer on game traps 
made by Animal Trap Co. of America, 
Litiz, Pa., are as follows: 

Victor No. 1, $1.38 per dozen; No. 1%, 
$2.44 per dozen, and No. 2, $3.36 per 
dozen. Oneida jump traps, No. 1, $1.83 
per dozen, and No. 1%, $2.81 per dozen. 


Bank Debits Rise 21 P. C. 
To $12,823,000,000 Total 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the 
week ended Sept. 17, aggregated $12,- 
823,000,000, or 21 per cent above the 
total reported for the preceding week, 
and 37 per cent below the total re- 
ported for the corresponding week of 
last year. 

Aggregate debits for 141 centers 
for which figures have been published 
weekly since January, 1919, amounted 
to $12,038,000,000, as compared with 
$9,923,000,000 for the preceding week 
and $19,102,000,000 for the week ended 
Sept. 18 of last year. 


Retail Store Turnover Falls 
21 Per Cent During 1930 


Retail store annual turnover, one of 
the most important factors in store 
profits, has shown a marked decrease 
in the past year, the Standard Statis- 
tics Co., which has just completed a 
survey of 124 establishments, said 
Sept. 25. 

It was shown that the average turn- 
over has decreased from 4.7 times in 
1929 to 3.7 times thus far in 1930, or 
21 per cent. The largest fall took 
place in the furniture departments, 
where the turnover fell from 3.5 times 
to 2.8, or 34 per cent. The smallest 
rate of decline was 12 per cent in the 
apparel departments, where the turn- 
over was 4.3 times annually, against 
the 1929 rate of 4.9 times. 

“The greatest decline has apparent- 
ly been suffered by furniture dealers, 
who have the lowest normal rate in 
the above groups,” the survey said. 
“This is an excellent demonstration of 
the unwillingness of consumers to 
make what may be called, for the sake 
of analogy to corporate practice, 
‘plant expenditures’ during periods of 
depression. The low rate for drug- 
gists is a reflection of the character 
of the business, which requires that 
10,000 different articles, including va- 
rious brands and sizes, be kept in 
stock. 

“On the other hand, grocers are fa- 
vored by the indispensable character 
of their merchandise, while the above 


relatively high average rate for ap- 
parel dealers resulted from the fear 
of the well-stocked condition of men’s 
wear and drastic style changes in 
women’s wear, causing them to jetti- 
son their stocks for what they would 
bring.” 


Loans and Investments Rise 
722 Million Since March 


Loans and investments of all banks 
in the United States, including private 
institutions under State supervision, 
amounted to $58,108,000,000 June 30, 
an increase of $722,000,000 since 
March 27 and a decrease of $366,000,- 
000 compared with June, 1929, the 
Federal Reserve Board announced 
Sept. 22. 

Of the total increase during the 
quarter $600,000,000 was reported by 
member banks of the Reserve system 
and of the decline during the year 
$55,000,000 was reported by member 
banks. 

Loans of all banks declined $68,000,- 
000 between March 27 and June 30, 
while investments increased $790,000,- 
000. During the year loans declined 
$894,000,000 and incestments _in- 
creased $528,000,000. 

Loans of all banks June 30 amounted 
to $40,618,000,000 and investments 
$17,490,000,000. Member bank loans 
were $25,214,000,000 and member bank 
investments $10,422,000,000. Non- 
member bank loans amounted to $15,- 
404,000,000 and their investments 
$7,048,000,000. 


Miscellaneous Hardware 
Production Up 7.5 Per Cent , 


(From Washington Bureau of 
HARDWARE AGE) 
Hardware as classified by the Bu- 
reau of the Census was produced to the 
value of $203,584,745 in 1929, an in- 
crease of 7.5 per cent over the 1927 
figure of $189,411,970.~. The 1929 re- 
turns were received from 461 estab- 
lishments, while those for 1927 were 
received from 485 producers.. The 
1929 total was made up as follows: 
Builders’ -hardware, other than locks, 
$54,650,383; casket hardware, $4,487,- 
107; locks, $30,407,745; furniture and 
cabinet hardware, $14,907,631; piano 
and organ “hardware, $553,325; sad- 
dlery and harness hardware, $3,935,- 
985; trunk and suitcase hardware, $2,- 
424,264; vehicle hardware, $60,794,- 
889; other hardware, $31,423,916. 
The Bureau, like the hardware in- 
dustry, finds difficulty in getting a 
definition and pointed out that its 
title relates to a large and ill-defined 
group of metal commodities which do 
not belong specifically to any of the 
other industry classifications employed 
for census purposes. Many commodi- 
ties retailed and generally regarded 
as hardware are separately classified 
and therefore are not covered by this 
industry title. Among the more im- 
portant of the items not covered are 
nails and spikes, wire and wire prod- 
ucts, small machines, such as grinders 
and lawn mowers; plumbers’ supplies, 
tools and cutlery, screws and bolts, 
sporting and athletic goods, etc. 





Shortage of Goods Predicted By Seymour Sears 


With the return of cold weather and 
the gradual resumption of consumer 
demand, there will be an actual short- 
age of merchandise and a scramble 
for deliveries such as has not been 
witnessed for quite some years past, 
is the prediction made by Seymour N. 
Sears, vice-president of The Tucker 
Co., New York City, and president of 
the National Council of Traveling 
Salesmen, in a report sent on Sept. 22 
to Julius H. Barnes, chairman of the 
National Business Survey Conference, 
Washington. He said he formed this 
opinion on the result of his own busi- 
ness trips throughout the country and 
from reports brought in by other 
traveling salesmen. 

“The most hopeful prospect for 
business revival, as we see it, is based 
upon the following three factors,” Mr. 
Sears said: 

“(1)—Retail store shelves are at 
the minimum. 

“(2)—Wholesale stocks and sched- 
ules of production have been kept 
down to the very limit of orders to 
fill, because of the fear of possible 
further declines in commodity prices. 

“(3)—Raw material manufacturers 
have also curtailed production in line 
with the past half year of uncer- 





tainty.” 

The rest of the report proceeds: 

“With reference to your inquiry as 
to our observation of the current busi- 
ness situation as reported by the 
commercial travelers who are mem- 
bers of the Various trade and terri- 
torial subdivisions of the National 
Council of Traveling Salesmen’s Asso- 
siations: 

“Labor Day marked the ‘starting 
gun’ for the annual exodus of the 
great bulk of travelers specializing in 
style merchandise, in both the men’s 
and women’s apparel fields, as well as 
in textiles, shoes, jewelry and other 
lines of that character. They have 
not been out long enough to furnish a 
true and complete picture, but early 
reports are very favorable. 

“One outstanding point is that this 
year a larger percentage of travelers 
left for the road than in any fall sea- 
son during the past three or four 
years. This was due to the fact that 
retail stocks have been held down to 
such a close margin of late that al- 
most any man with the right merchan- 
dise, at the right price, could look for- 
ward to picking up a fair amount of 
business at practically every step he 
makes. 
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KANSAS CITY: 


KAnsas City, Oct. 2. 


( lec had of opinion among 
local hardware men is that 
business is due for a slow but 

sure recuperation. ‘They do not speak 
over-optimistically, but they do not 
talk calamity. They all are conscious 
that the public has a strong tendency 
to hold on to their surplus, but are 
hopeful that this condition will con- 
tinue to grow back to normalcy al- 
though they grant that it may take 
some time. 

There is no getting around the fact 
that wage cuts are having an un- 
desirable effect upon the purchase of 
hardware that the average man can 
do without if it is necessary. Some 
manufacturers, realizing the advisi- 
bility of maintaining the worker’s 
buying power, are keeping their fac- 
tories in operation in spite of the fact 
that other concerns have turned men 
off. This is of course in anticipation 
of a market for what will be pro- 
duced, some time in the future. At 
any rate, inquiry discloses that opin- 
ions as to the present condition of 
business and its future aspects are 
varied. 

Collectidns for most wholesale 
houses are reported as satisfactory, 
considering general merchandising 
conditions. It is a fact that trade 
has shown an increase, although very 
gradual, since a month ago. Money 
tends to flow in proportionately with 
the general business volume, though 
this is not always true. The situation 
is described by one jobber in this 
way: “While there is enough activity 
to convey an impression of a healthy 
trade, the transactions are of a small- 
er size than usual. Dealers buy what 
they need but are reluctant to take 
on too large a quantity.” 


PRICE TREND DOWNWARD 


Prices have shown a distinct trend 
downward during the past few 
months but are said to be now fairly 
stable. During such times of com- 
parative slowness as this it is always 
a fact that the standard of prices 
drops in accordance with the buying 
power of the consumer. Or perhaps 
it would be more fitting to say the 
buying will of the consumer. At 
present the former is greater than the 
latter. The deplorable aspect of the 
situation is that even though the 
people have money to buy what they 
really need they become over-cautious 
about spending and take a large part 
of their aggregate funds out of cir- 





AT A GLANCE 


Expect improvement, slow 
but sure—wage cuts hurt re- 
tail trade — some factories 
helping by operating in spite 
of small demand for products,. 
feeling that buying power must 
be maintained. 

x ok & 

Collections are slightly bet- 
ter—prices have shown a def- 
inite downard trend for sev- 
eral months but greater stabil- 
ity is seen in current market. 
Stoves, related accessories and 
gas heaters are very active in 
this section. 

* * * 

Several of fice buildings 
erected recently helped im- 
prove the volume for builders’ 
hardware and necessary tools, 
though it is hardly likely that 
1930 building will equal that 
of 1929. 











culation where they have no oppor- 
tunity to keep the business channel 
running deep. Wholesalers have 
hopes that this condition will reverse 
itself by natural means, and are 
allowing a reasonable time for it to 
take place. 

Nails are down to $2.75 base, 
which is as low a figure as they have 
seen for some time. Jobbers are of 
the opinion that few price changes 
may be looked for until the end of the 
year, but if there should be, the trend 
would be upward toward normalcy. 
Some glass goods such as lamp and 
lantern chimneys have undergone a 
40 per cent increase in price lately, 
but this was probably due to the cul- 
mination of a manufacturers’ war 
and is not to be considered indicative 
of what to expect in other lines. Lan- 
terns are moving out in fine shape. 
New style gas lanterns are proving 
good sellers to the farm trade. 


STOVE DEMAND ACTIVE 


The circulating heater, both in the 
coal and gas types, is always an 
article is good standing and seems 
to be moving out satisfactorily at 
present. One jobber here says that 
he has sold five carloads of stoves 
and accessories to Kansas and Colo- 
rado farmers so far this year. Last 
year, which was considered an excel- 


Slow But Sure Improvement 
Expected—Collections Better 


lent one in the marketing of stoves, 
the same jobber sold seven carloads. 
So it is evident that while this year is 
conceded not to be a banner selling 
year, sales are not clear out of sight 
of those of last season. Stove pipe 
and coal hods are in good demand 
although the total volume is not ex- 
pected to reach that of last year.” 

Numerous road building projects 
and other construction activities are 
going on in and around Kansas City. 
This is having a tonic effect upon 
certain hardware lines. In fact it is 
supporting volume in small tools, 
shovels, wrenches, bolts and similar 
articles to a marked degree. One 
wholesaler finds a good market for 
cooking utensils in the road camps. 
Miniature golf proprietors do their 
bit in buying door mats, which they 
use for tees. Such facts as these, 
although they may appear insigni- 
cant in themselves, nevertheless when 
combined make an appreciable differ- 
ence in the hardware market, and are 
not taken lightly by buyers in the 
wholesale firms. 

The consumption of a good volume 
of builders’ hardware is the result 
of the erection of several office build- 
ings in Kansas City. Such work as 
this helps keep up the trade in door 
sets, hinges, window hardware and 
tools. It is difficult to hazard a guess 
as to what may be expected for the 
line this fall and winter, but if the 
present activity continues the season 
is not likely to be a poor one. Sales 
are not expected to run over last 
year’s, for 1929 was an exceptional 
year, crammed full of building both 
city and rural. 


GAS HEATERS IN DEMAND 


A new avenue of trade is being 
opened up for the retail dealer where 
he never before expected to reap. 


There has developed a tendency to-- 


ward popularization of gas heat in 
medium and small size towns located 
not too distant from gas distributing 
centers. Some towns are already lay- 
ing their pipes, and the dealer who is 
supplied with gas stoves or appliances 
is coming in for a harvest. Natural- 
ly the large gas companies with their 
efficient sales organization and month- 
ly payment plan are making some 
competition, but the aggressive in- 
dependent is not going to stand by 
and permit the corporations to do all 
the business. Anyway, this situation 
promises to develop rapidly into a 
new source of business. 


os sce 
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CHICAGO: 


(Chicago office of HARDWARE AGE) 
CHICAGO, Oct. 30. 

“™EASONAL hardware activity is 

S under way at. a fair pace, 

though not in the volume regis- 
tered at this time last year. As 
compared with the flow of orders in 
1929 at this season, business is off 
from twenty to thirty per cent, ac- 
cording to various estimates affected 
by varying conditions. Recent de- 
velopments in the credit situation are 
decidedly negative. Deliquencies and 
outstandings are both on the increase. 
With respect to past-due accounts 
August was the worst month since 
1921 with which year the present sea- 
son is in several ways comparable. 
Just now the hardware trade is suf- 
fering more than its normal share of 
failures which tend to involve larger 
firms and larger sums. 

Some hardware lines, notably fire 
arms and ammunition, are even more 
active than last fall; however, gen- 
eral volume is less. Loaded shells 
are selling at a lively rate and deal- 
ers are ordering heavily. Few price 
changes of importance are taking 
place. With a few exceptions, buying 
continues reluctant. Even those 
whose incomes have not been affected 
by the situation are taking their cue 
from the unemployed and to a large 
extent staying out of the market for 
nearly everything save necessities. 
August was the lowest month of the 
year in point of automobile produc- 
tion. Conditions in the radio indus- 
try, however, show some needed im- 
provement and a large section of the 
public appears to be in the market 
for sets of moderate price and simple 
design. 


EMPLOYMENT OFF 2 PER CENT 

Employment in Chicago industrial 
plants fell nearly two per cent in 
August and payrolls decreased 1.5 
per cent in the same month, accord- 
ing to figures issued by the Illinois 
Department of Labor. Real estate 
operations are quiet. Express busi- 
ness has fallen off to such an extent 
that many employees are being dis- 
charged and other economies put into 
immediate effect. Reports that Rus- 
sian interests have been selling wheat 
short in the Chicago market have 
raised at least a temporary flurry in 
the small grain trade. Recent in- 
creases in the output of certain in- 
dependent steel mills lend hope that 
general manufacturing will soon 
show signs of expansion. 





AT A GLANCE 


Through seasonal activity 
is fair, the current volume is 
off from 20 to 30 per cent. 
Credit conditions while not 
alarming are something [fess 
than satisfactory. 

* * * 

Arms and ammunition, can- 
ning supplies, stoves and re- 
lated sundries are very active 
and in some sections selling in 
larger volume than during 
1929. 

* * * 

Paints, brushes and asso- 
ciated sundries are having a 
fairly active sale at the present 
time. Early interest in future 
on spring, 1931, goods is very 
limited. 


ness has 











Stoves and stove sundries are 
showing somewhat more than their 
usual degree of seasonal activity. 
Dampers and shovels have full share 
in the movement. Many hardware 
dealers are getting back into the stove 
business. In partial evidence of this 
renewed interest, a Chicago hardware 
jobber is out with a new stove catalog 
from which dealers are _ selling. 
September sales of stove pipe and 
elbows have opened with an unusual 
burst of volume attributed largely to 
the prevalent delay among retailers 
in ordering for fall needs; factory 
and jobbing stocks are low and some 
shortages are already developing. 


ROPE DECLINE LIKELY 


Import cost prices on the fibers 
used in the manufacture of manila 
and sisal rope are lower and it seems 
possible that reduced figures may be 
in effect after Oct. 1 for the last 
quarter when the general rope de- 
mand is likely to be lowest. Reports 
indicate that the ladder manufactur- 
ers are about to end the price war 
which has been going on for several 
years at the sacrifice of profit and 
that ladder prices are likely to be 
higher for next year. Present in- 
formation indicates that prices on 
steel goods for 1931 are to be the 
same as those for this year. Gen- 
erally speaking, the hardware market 
shows signs of continued steadiness 
with only slight fluctuations here and 
there. 


Seasonal Activity Is Fair—Collections 
Very Unsatisfactory 


School kits equipped with Thermos 
or Icy-Hot bottles are selling freely. 
Electrical hardware business is get- 
ting better in nearly every direction. 
The dry-cell demand is particularly 
good and the coming World’s Series 
is generating a lively movement of 
radio B-batteries; prices are steady. 
Within recent weeks the radio busi- 
improved materially and 
there is plenty of evidence of a strong 
demand, despite the slump which hurt 
this trade over such a large part of 
the year. Small sets are especially 
popular and many . manufacturers 
have shown much enterprise in de- 
veloping sets to meet the present situ- 
ation; their efforts have been ably 
supplemented by the leading jobbers 
and hardware merchants. 

Sample lines of paint brushes are 
now being carried by the jobbers’ 
salesmen for showing to the retail 
trade; spring orders are being 
solicited on the usual terms and dat- 
ing; prices are a shade lower than 
last season. Business is developing 
briskly on paint and paint sundries 
for fall consumption; putty, glass, 
steel wool, furnace cement and kin- 
dred items are in good demand. Some 
movement is noticeable in prepared 
roofing. There is little evidence of a 
real revival of building activities; 
this, of course, is directly reflected in 
the lack of demand for builders’ 
hardware. Pipe fittings for domestic 
repairs are fairly active. 


AMMUNITION VOLUME GOOD 


Ammunition and fire arms are 
moving out rapidly and in large 
volume. Dealers’ orders, especially 
for ammunition, are unusually gener- 
ous. For a fortnight or so the ac- 
tivity in these fall lines has been pro- 
nounced. Most retailers had been 
late in ordering, but apparently could 
not afford to wait longer. Though 
some holes have appeared in whole- 
sale stocks, no difficulty in making 
complete and prompt delivery is ex- 
pected. Hunters’ apparel is begin- 
ning to share this demand for fall 
sporting goods. Retail buying speci- 
fications often include orders for air 
rifles and play guns. Some buyers 
believe this season will show one of 
the strongest waves of demand for 
ammunition and fire arms in the re- 
cent annals of the hardware trade. 
In one or two lines there are signs 
of some shotgun shortages. 
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(Cleveland office of HARDWARE AGE) 
CLEVELAND, Sept. 30. 


ITH the moderate increase 
in sales during the latter 
part of the month hard- 


ware business showed quite a def- 
inite gain this month and the trade 
feels quite encouraged over the out- 
look. For some time business each 
month has been materially below the 
corresponding month last year, but 
there has been gradual creeping up 
this month and some of the jobbers 
expect that their September sales 
will aggregate only slightly below the 
same month last year. 

While the better volume of orders 
is probably due to a considerable ex- 
tent to the seasonal demand, retailers 
are showing more of a disposition to 
fill in their stocks which have become 
very low. Orders are numerous but 
as a rule are for small lots. The gen- 
eral disposition of retailers is to buy 
enough merchandise to round out 
their stocks. While the greater share 
of business is in staple merchandise, 
there is an increase in orders for 
seasonal merchandise for future de- 
livery. Among seasonal items a heavy 
demand has developed. for broom 
rakes. A fair amount of activity is 
in evidence in household electrical 
appliances. Nails are moving better 
than for some time and there is an 
increase in orders for carpenters’ and 
mechanics’ tools of the better grades. 
A fair seasonal demand has also de- 
veloped for lanterns and considerable 
activity is reported in bird cages. 
Radiant gas and circulating coal 
heaters are now selling well. Cutlery 





CLEVELAND: 












AT A GLANCE 


September sales will likely 
be almost as good as in the 
same month of last year as 
staples lines are fairly active 
and moderate improvement is 
general. 

* * * 

Collections in this section 
have been pretty good in re- 
cent weeks and practically no 
complaint is heard on this 
phase of business. Interest in 
futures for both winter and 
next spring is sub-normal. 

* ok & 

Activity is relatively better 
for electrical appliances, nails, 
better grade of mechanics’ 
tools, lanterns, gas and coal 
heaters and arms and ammuni- 
tion. 











has become fairly active. While 
tires are not moving as well as a few 
weeks ago, the demand for these as 
well as for spark plugs is fair. A 
brisk demand has sprung up for pre- 
pared roofing. Builders’ hardware is 
moving somewhat better than during 
the summer but orders are small. 
Winter lines that are moving well 
now include weatherstripping and 
snow shovels, the latter being par- 
ticularly active. Sleds remain rather 
quiet. Jobbers are selling consider- 
able lawn hose for next spring de- 
livery, but as yet have not taken 
many orders for lawn mowers. While 


Business Shows Moderate Increase— 


Collections Are Good 


the dry summer this year caused a 
very heavy demand for hose, result- 
ing in the cleaning out of retailers’ 
stocks it had somewhat the opposite 
effect on lawn mowers, which did not 
move very well. Quite a few paint 
and varnish brushes are being sold 
for spring shipment. ; 

There is a moderate amount of 
activity in guns and ammunition al- 
though hunting at present is limited 
to squirrels and ducks, the season for 
which opened Sept. 15. Increased de- 
mand for hunting equipment is ex- 
pected when the rabbit hunting sea- 
son opens. Little demand has ap- 
peared yet for football equipment 
and other seasonal sporting goods 
lines. Demand for golf equipment, 
which was unusually brisk for some 
time due to the opening of miniature 
golf courses, has slumped sharply. 
Opening of indoor golf courses for the 
winter season is expected to cause a 
little revival in the demand for golf 
equipment. 


FEW PRICE CHANGES 


Not many price changes are re- 
ported. This year’s prices on steel 
goods have been reaffirmed for the 
coming season. A price reduction of 
of about 5 per cent has been made on 
kitchen tinware. Prices are out for 
poultry supplies such as drinking 
fountains, feeders, etc., for the com- 
ing season. Some items are un- 
changed and some have been reduced 
slightly. 

» Jobbers are not complaining much 
about collections, which appear to be 
fairly good. 





Chain Stores 


It is estimated in chain stores, re- 
cently issued by the Chamber of Com- 
merce of the United States, that prob- 
ably not less than 18 per cent of ail 
goods sold at retail are distributed 
through chains, as compared with 6 
per cent in 1923, 8 per cent in 1926, 
and 12 per cent in 1927. In some lines, 
it is said, chain stores handle as high 
as 40 to 50 per cent or more of all 
products sold to customers. 

It is estimated that there are at 
present more than 10,000 chain store 
systems in the United States, counting 
all concerns with two or more units, 
with over 100,000 retail outlets. 
There are said to be over 900 grocery 





Now Handle 18 Per Cent of Retail Trade 


chains, operating nearly 65,000 stores, 
which are estimated by Chain Store 
Age to handle about 45 per cent of 
grocery volume. Over 400 chains in 
the drug field, operating more than 
3000 stores, are said to do about 20 
per cent of the country’s drug store 
business. The 5 and 10-cent chain 
stores are estimated to do at least 50 
per cent of the total business in the 
lines of notions and novelties that 
they carry, and it has been estimated 
that over 75 per cent of all men’s 
shoes are sold through chains, manu- 
facturers’ agencies, branches, con- 
trolled outlets and syndicates. Over 
300 chain store organizations in the 


men’s wear field were estimated to be 
operating more than 3000 stores last 
year. 

While chain store distribution is 
said to be gaining ground rapidly, its 
limits of growth are claimed to have 
been reached in a few lines and in 
some communities, and it is pointed 
out that in no known case has chain 
store distribution completely taken 
over the entire retail distribution of 
any line in any trading community. 
There is said to be no indication that 
chain store distribution will destroy 
and take the place of distribution 
through independent wholesalers and 
retailers. 
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PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 
PITTSBURGH, Sept. 30. 


USINESS with local jobbers 
B during September has run 

considerably ahead of July 
and August, but a large part of this 
increase is due to heavy orders for 
firearms and ammunition, which con- 
tributes liberally to sales volume in 
point of dollars and cents. Had it not 
been for this business it is not likely 
that the month would have shown 
as substantial an improvement over 
its predecessor as might ordinarily 
be expected in a seasonal way. In 
the last week or two, however, fall 
goods have begun to move slightly 
better, especially stove pipe, coal hods 
and shovels, ventilators and kindred 
items. Demand for football equip- 
ment continues good and is expected 
to show even greater improvement 
next month. Hunting clothing is 
also active, and retailers are finding 
a steady call for miniature lawn golf 
sets, retailing at $15. Dealers are 
selling these sets at $10. 


WIRE PRODUCTS LOWER 


Price changes have not been of im- 
portance, with the exception of lower 
quotations on nails and wire products. 
These are in conformity with a recent 
downward adjustment on the part of 
mills, and jobbers are expected to 
fall in line within a short time. An 
oak charred keg recently placed on 
the market is meeting with some in- 
terest on the part of retailers. ‘This 
item, with washers under every rivet, 
is offered by jobbers at the following 
prices: 5-gal., $2.10; 10-gal., $2.50; 
15-gal., $2.85; 25-gal., $3.95; 50-gal., 
$5.55, all each. Despite the apparent 
improvement in steel orders which 
has been rather general during 
September, operations in the Pitts- 
burgh district have not been stepped 
up more than a few points. Open- 
hearth furnaces are engaged at about 





AT A GLANCE 


September volume should 
pass monthly sales of both 
July and August due largely 
to heavy demand for arms and 
ammunition. Fall goods more 
active. Few price changes of 
importance though wire and 
nails are somewhat lower. 

* * & 

Though steel operations 
show slight improvement the 
primary materials market is 
weaker. Coal industry going 
along moderately. Building 
operations are dull. 

x * * 

Both wholesale and retail 
credits are reported as serious 
as all kinds of collections are 
slow. The credit situation is 
said to be curtailing the buy- 
ing of many small dealers 
whose stocks are less than 
normal. 











the same rate as they were at the 
beginning of the period, and finishing 
mill schedules have not been increased 
more than 5 to 10 per cent. Never- 
theless specifications for steel prod- 
ucts are said to be running 10 to 
20 per cent ahead of the low summer 
rates, and considerable tonnage is 
being booked for future shipments. 
This indicates that buyers believe the 
bottom has been reached, in prices, 
and mills have taken advantage of 
the situation by strengthening pres- 
ent quotations as much as possible. 
Steel bars have generally been ad- 
vanced to 1.65c., Pittsburgh, and the 
common finishes of sheets are 
strengthened by $1 and- $2 a ton. 
Galvanized sheets are now holding 
well at 3.10c., Pittsburgh, with only 


September Business Better Than 
° td and August Volume 


the larger jobbers receiving the usual 
$2 concession. 

In contrast to this the market on 
primary materials seems somewhat 
weaker, basic pig iron having declined 
$1 a ton in the Valleys, with other 
grades of iron showing a drop of 50c. 
The scrap market’ is unchanged, al- 
though a decline is in prospect unless 
further mill buying develops in the 
next few days. 

The coal business is receiving some 
support with the beginning of do- 
mestic inquiry, but dealers are not 
laying in large stocks, and consumers 
seem more hesitant in laying in their 
winter supplies. Consequently it may 
require a period of cool weather to 
bring any substantial activity to the 
market on domestic coal. The same 
is largely true in the case of coke, 
although oven operations in the Con- 
nellsville district are somewhat higher 
than they were at the beginning of 
the month.. 


BUILDING OPERATIONS DULL 


Building operations in the Pitts- 
burgh district are still dull, with 
activity centered principally in large 
public construction jobs which mean 
very little to the hardware trade. 
Bridge work is an important factor, 
and road building activity promises 
to keep up fairly well during the win- 
ter. Industrial expansion and im- 
provement on the part of several 
large corporations in the vicinity is 
improving the situation to some ex- 
tent, but the industry can not be ex- 
pected to develop any sustained life 
until residential building picks up. 

Collections are still very slow, and 
the problem of credit is a serious 
concern to jobbers as well as retail- 
ers. In many cases this is acting as 
a deterrent to fall buying on the 
part of smaller dealers who have not 
been able to reduce their stocks as 
much as they desire. 





1929 Electric Lamp Sales Break All Previous Records 


Sales of electric light lamps in the 
year 1929 set a new record for the in- 
dustry. Sales of regulation size lamps 
totaled 344,000,000 tungsten filament 
lamps, and 15,000,000 carbon filament 
lamps, according to the Lamy Com- 


mittee of the National Electric Light 
Association. 1929 showed a gain of 
8.7 per cent in sales over 1928, which 
in turn had shown a gain of only 3.8 
per cent over 1927, 

These figures are exclusive of the 


sales of miniature lamps used in au- 
tomobiles, flashlights, Christmas 
trees, etc. Sales of these small lamps 
amounted in 1929 to approximately 
260,000,000 tungsten filament and 
19,000,000 carbon filament lamps. 
The largest individual class of small 
lamps was for automobiles, which 
alone accounted for 138,500,000. 
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TWI N Cl TI ES Fiusting Supplies Very Active 
Collections Are Steady 


(Minneapolis office of HARDWARE AGE) 

MINNEAPOLIS, MINN., Sept. 30.—Reports of conditions over the 
Northwest tributary to the Twin Cities are practically unchanged in 
their tenor, there being only an added element of returning con- 
fidence on the part of the public in the general situation, both for 
the present and for the remaining part of the year. More and more 
is it being said that the “depression” era has been one of mental 
attitude, rather than actual depression. Many authorities are stat- 
ing that conditions as to crops in the Northwest are but little below 
the ten-year average. To cite the Sept. 1 crop report of the U. S. 
Department of Agriculture, Minnesota shows a composite crop con- 
dition of 97.2 per cent of the ten-year average, North Dakota, 84.4 
per cent, and South Dakota, 77.9 per cent. Added to this the fact 
that in these States close to 60 per cent of the farmers’ income is 
derived from the sales of dairy, livestock and poultry products, and 
this part of the country is ready to show some real progress during 
the coming year. 

Hunting supplies continue to sell well in the hardware and sport- 
ing goods stores in the Northwest. 

Radios and supplies are beginning to sell well. In some radio de- 
partments the opinion seems to be that this will prove to be a very 


good radio year, and the dealer who has a connection with a popular 


make of radio will see some good sales totals. 

Collections are showing a steady pace, though not so heavy as 
would be the case if more crops were being marketed instead of be- 
ing held for higher prices. 

Prices are firm, showing no changes from those reported last 
week. 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. ST. PAUL AND MINNEAPOLIS. 


AXES. $6.40; rong og pipe. 3- 3 2 crates, 
Single bit, base weight, unhandled not neste > 4-in., per 
axes, $15.00 to $16.50; double bit, pad — 3-in., $1.73; 4-in., $2.88 


$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 FILES. 
doz., net. . First quality files, 50 per cent, and 


BUILDING PAPER. —_ brands, 60-10 per cent from 
ist. 


Red rosin sized building paper, 
$2.52, and tarred felt, $3.00 cwt., net. GALVANIZED WARE. 


Standard ag xo pails, 10-at., 


CHAIN. $2.60; 12-qt., $2.85; 14-qt., $3.10; 
pen chars, copeeeet. SX 16, 52.56; stock ‘pails, 16-at., $4. 40; 18-qt., $5.50; 
5/16 x 14, $2.11; % x 14, $2. 89; self standard tubs, No. 1, '$7.15; No. 2, 
colored, 4% x 14, $1. 10: "5/16 x 15, $8.00: No. 3, $9. a5 7 ” heavy, 1, 
$1.88; % x 14, $2.54 each; proof coil $13.20; No. 2, $14.40; No. 3, Mee. 60 
chain, % in., $8. % in., $16.04; doz. net. 
¥% in., 26.13; 5 yd $41.82 per 106 


GLASS AND PUTTY. 
Single and double strength A grade 


—— tg 17-i 3.35: 18-i glass Minnesota prices, 83 per cent 
sa'eP/Tapmaned cannel fica, $430; | foo dgta Ste pure putty, in 50 
18-in, $4.90 galvanized, open, 17-in., ae ee 
$4.70; 18-in., $5.10; galvanized, fun- LANTERNS. 
nel, 17-in., $5.80; 18-in., $6.30 doz., Dietz D-Lite, No. 2, $13.00; No. 2, 

commu RIVETS - URRS jorge, fount, a = 2, Blizzard, 

IV AND B q -00; o. 2, izzard, large fount, 
Copper rivets and burrs, 40-10 per — Wizard, Cold Blast, $8.50 doz., 
cent from list. ary 

BUILDERS’ HARDWARE. wane eg wide neck, 8-gal., $2.50; 

Steel butts, 3% x 3%, old copper ais CC 


or dull brass finish. less than case 


lots, 16144c. per pair; 4 x 4, old cop- OIL HEATERS. 


per or dull brass finish, less than ‘ , 
case lots, 22c. per pair. Heavy steel, a eR er cee” fee 
bevel inside sets ,$8.00 per doz. sets. 016 polished steel, nickel trimmings 
Steel, bit-keyed front door sets, $1.20 4-qt. capacity, $5.67 each, net ’ 


per set; wrought brass, bit-keyed 
front door set, $2,40 per set; wrought POULTRY NETTING. 





brass, cylinder front door sets, $4.75 2 
per set. All lock sets quoted in old Hexagon, 63% per cent from lists. 
copper finish. PYREX OVENWARE. 
EAVES TROUGH, CONDUCTOR PIPE $ 197 Ne eba o1. eg Ji. ai No. 643, 
oO. rea ans, N 
AND ELBOWS. 212, 60c.;_ pie plates, No. 200, 67c.; 
Eaves trough, 28-gage, 3-in., slip 209, 60c.; utility dishes, No. 231, 
joint, 5-in., in crates, $5.25; 6-in., Ble. : tea pots, No. 24, 4-cup, $2.06; 





No. 26, 6-cup, $2.33; percolator tops, 
No. 953, 7c. each, net. 


REGISTERS. 
Cast iron or wrought steel regis- 
ters, 40-10 per cent from lists. 
ROPE. 


Best grade manila rope, 21c. Ib.; 
second grade, l17c. lb.; best grade 
sisal rope, 1644c. lb.; second grade, 
16c. lb. 


ROLLER SKATES. 

Union line, extension, web heel and 
toe straps, plain steel rolls, 75c. per 
pair. 

Same for boys, with self-contained 
ball bearing wheels, $1.45 pr. Same 
for girls, with self-contained ball 
bearing wheels, $1.45 pr. 

Chicago line; No. 181, $2.65; No. 
183, $2.75; No. 185, $2.75 ; No. 101, 
$1. 00; Nos. 193 and 105, $1.40. 


SANDPAPER, 

Best grade sandpaper, No. 1, 98c. 
per box of 75 sheets; second grade, 
No. 1, 69c. per box of 75 sheets; gar- 
net, No. 1, $15.68 per ream, net. 


SIDEWALK CLEANERS. 
True Temper, 7 x 5 in. blade, $7.20; 
Rough and Ready, 7 x 5 in. blade, 
$5.35 doz., net. 


SKATES. 
Ice skates, Nestor Johnson, nickel 
plated, $7.75 pair, net. 


SNOW SHOVELS. 

Steel blade, straight handle, $4.15; 
steel blade, d-handle, $5.00; galvan- 
ized steel blade, 15% x 17, $9.12; 
galvanized steel blade, 16 x 21, $9.72 
doz., net. 


STEEL TRAPS. 

Victor, No. 0, $1.10; No. 1, $1.38; 
No. 1%, $2.44; No. 2, $3.36; Oneida 
jump, No. 0, $1.58; No. 1, $1.83; No. 
14%, $2.81 doz., net. 


STOVE BOARDS. 
Crystallized stove boards, 28 x 
$16.65 ; 30 x 30, $19.35; 36 xX 36, $27. 06 
doz., net. 


STOVE PIPE, ELBOWS AND 


DAMPERS. 

Stove pipe, uniform, blued, 28-ga., 
knocked down, $11.50 per 106 joints ; 
stove pipe elbows, common iron, 
corrugated, 6-in., $1. 10 doz. ; adjust- 
able, charcoal iron, 6-in., $1. "90 doz. ; 
dampers, cast iron, wood or wire 
handle, $1.15 doz., net. 


STOVE SHOVELS. 

Stove shovels, japanned, 14%-in., 
70c.; japanned Jumbo, 21%-in., $1.00; 
japanned Jumbo, Jr., 14-in., 80c. doz., 
net. 7 


WEATHER STRIP. 

Wood and felt, %-in., $1.90; %-in., 
$2.70; 1-in., $3.80; Wirfs, best qual- 
ity full reels, $2.80; Flex-O-Mold, full 
reels, $2.15 per 100 ft., net. 


WHEELBARROWS. 

Hardwood stave trays, $34.20 doz. ; 
selected hardwood stave trays, $40.80 
doz.; tubular steel trays, 3% ft. ca- 
pacity, $5.35 each; Gopher garden, 
$3.75 each; American garden, $6.25 
each, net. 


WINDOW VENTILATORS. 
Diamond E, No. 01B, $3. 20; 2) so: 


No. q .60; No. 1, $4 * No. 2, 
4.80; No. 3, $5.60; No. 31, $6.40 

No. 4, 80; No. 5, $8.00 doz., net 
Wurldbest, No. 3, $1.50; No. 4 


$1.90; No. 5A, $2.30 each, net. 
WIRE. 


Galvanized barbed cattle wire, $2.70 
per 80-rod spool; galvanized hog, 
$2.88 per 80-rod spool; special gal- 
vanized barbed hog wire, $2.20 per 
80-rod spool; No. 9 (base), smooth, 
galvanized wire, $3.25 cwt., and No. 
9, smooth, black wire, $2.80. 
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STO Jobbing Sales Holding Their Own— 
BO N : Rumors of Price Advances 


(Boston office of. HARDWARE AGE) 

BOSTON, Sept. 30.—AlI things considered, September goes out with 
New England shelf hardware jobbers fairly well satisfied. They 
say that in the closing days of the month sales, while not forging 
ahead, held their own, and that September bookings will be mate- 
rially larger than those in August. Retailers are buying in small 
quantities, but a sizable number of orders are passing through job- 
bing houses each day. The buying is very largely confined to cur- 
rent retail needs, jobbing salesmen finding it difficult to work up 
much enthusiasm over winter and holiday goods while the glass re- 
mains abnormally high. The dry hot weather has materially held 
up much New England farm work and that fact is reflected to some 


degree in the hardware market. 

Then, too, home construction is at a low point, and mostly of cheap 
standard. Naturally low cost builders hardware is being used in 
place of expensive. Some improvement is seen in the shoe industry, 
but it is more than offset by the depression in textiles. Metal trades 
reached their lowest point of activity in 1930 during August and 
have recovered but little. Rumor has it that the price of wire nails 
and dirt shovels will shortly be advanced. The local radio show is 
helping radio and radio accessory sales, while the change from day- 
light to standard time has bolstered up flashlight and battery sales. 
Tom Thumb and indoor golf has created an active market for sets, 
extra putters, balls, square mesh netting, lawn rollers and other 
merchandise. Coal hod values have been revised downward about 
10 per cent; the discount on Champion lamps has been dropped from 
33 1/3 to 33 per cent; and combination screen and glass doors have 


been reduced slightly in cost. 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. BOSTON. 


ASH CANS. a Pr Pi 4" Sone, Mesh aS. 
J oO. 1 0 . 5, Yo. 908, 
co ere eran Mo. 161. Shee $5, NO. 9082, $485, No. 7092, $5. 
No, 260, ‘$3: No. 1126,” $2: 026. 
$3.80; No. 1026, in lots of 25, "$3. 50; GARBAGE CANS. 

No. 176, triple rib, $17.50 a doz. Garbage Cans.—Underground, -_" 
Trucks. — Ash can, Little Man vanized, No. 2, $9.75 each net; No 
large wheels, $30 per doz. net; Senior, $12.25; No. 10, in lots of a dozen, $6 
large wheels, $28 per doz. net. La- each; cement coated, 14 x 22 in., $11 
mothe, No. 45, small wheels, $20 per > : “Regular outdoor, are, 
doz. net; No. 45s, $22. Barrel racks, ot sa each; 13 gal., $1.44; 
$8.75 each net. datbage Pails.—Galvanized, 3 gal., 


COAL HODS. $8.20 per doz. net; 5 gal,, $10.90; 7 
iameenanae: 51E net; gal, $11.60 ft A ela gee 4 , \ 
No. 516, $4.25: No. 517, $4.60; 518. «i Sarbage —- or the sink, 


ov. 
Japanned.—No. 6, $3.2! z. net. GOLF SETS. 
y Obstacle.—Nine hole sets, $5 a set 
CHAIN. 2 net. Extra putters, $8 a doz. Extra 
Machine.—Discount, 714 per cent balls, $12.80 a gross. 
off list. Toy.—For children, 5 to 8 years 
Iron Jack.—Discount, 40 per cent old, No. 86, $8 per doz. net. For 
off. list. children 9 to 14 years old, No. 118, 
Coil.—Triumph, 40 per cent dis- $20; No. 331, $1.67 each net. 
count; Elwell, 10 per cent. 
Stake.—Standard makes, 6%4-8-2, LAMPS. 
$1.10 a pair. Champion. .—Discount 33 per cent 


CONDUCTOR PIPE. po Senes 
Steel.—28 gage, galvanized after POCKET KNIVES. 
formation, lots of less than 100 ft., 50 Boy Scout.— Universal, No. 04666, 
per cent discount; lots of 100 to 250 large, $14 a doz. net; No. 04667, small, 
ft., 60 per cent; lots of 250 to 1000 ft., $14; No. 02668, two blade, $9. Rem- 
60 and 15 per cent. Sheet steel, lots ington, No. RS3333, large, $14; No. 
of less than 500 ft., 73 per cent dis- RS4233, small, $14. Ulster, No. 1502, 
count; lots of 500 to 1000 ft., 78 per large, $14; No. 1503, small, $14. _Im- 
cent; lots of 1000 ft., 80 per cent. perial, No. X611ST, $8; No. X611- 
Shoes.—Leader, in lots of less than NOVO, $10. 
carton, 60 per cent discount; full case . Pocket Knives.—Assortments, No. 
lots, 15 doz. assorted, 65 per cent. — 400M, 12 pieces, 8 with stag handles 
Elbows. — Galvanized, round, 28 and 4 with celluloid handles (black) 
og tee 3 ome Bag Sage ‘og $4 per assortment; No. 393, each of 
; , 65 ent. 7 
Hooks.—In lots of less than 100, pi a ncsiegplacwageys2 ayant 
list; in lots of 100 to 500, 5 per cent SCISSORS AND SHEARS. 
discount. Scissors. — Embroidery, Heinisch, 
ELECTRIC APPLIANCES. ig. tee in sheet Cin ee ea 
_,Percolators. — Landers a 7 Universal, No. 205, 31% in., 
Clark line, No. 987, $6.25 ; 8; $8.50. Boker, solid steel, 
toasters, No. 9412, $4.15; waffle irons, i %, hig 5 and 6 in., $4. 











Scissors. —Ladies, Heinisch, No. 522, 
$9.60 a doz. net; 4% in., $10.40; 
18 rin’ 6 “s a: Universal, 


4% in., $9; 
"Boker, ‘solid steel 


in., $4. 
* Seleoora—t ocket, Boker, 3%, 4 and 
4% in., $4 a doz. net. 
Shears.—Japanned seient trim- 
mers, Heinisch, No. 311, 6 in., $9.23 
.» $9.83; 7 in., $10.34; 
“2 $11. 53. Uni- 
] in., $8.50; 6% 
. re Yo.75; 7% in., $10.50; 
8 in., $11. 
Shears. — Nickeled at trim- 
Heinisch, No. 312. in., $10.67 


No. . 
g10.06 7 in., $11; 7% in., $11.50; 8 in., 


Shears.—Barber, Heinisch French 
pattern, No. 452, 1% 7: ged a doz. 
net. Universal, No. 55, 7% in., $12. 
Boker, No. 15, 7% in., $5.50. 

Shears. — Kitchen, "stainless, col- 
ored handles, $10 a doz. _ net. 

yet —Solid Steel, — No. 
040, 6 in., $5.40; 7 in., $6; in., $6.75. 


SHOVELS. 

Ash.—No. 54, 80c. a doz. net; " 
254, 90c.; No. 56, 90c.; No. 256, $1; 
uae No. 2, $1.50; Hoeft, No. 181, 
1.60. 


SKATES. 

Roller Skates.— Winchester, boy’s, 
$1.40 a pair ag 4% * =, oe 
line, No a7 o. 5, 
$1.40; No. G1: “is; No. 10, Sr to. Chi- 
cago line, No. 181, boy’s, $2.65; No. 
181, girl’s; $2.75, Barney & Berry, 
boy's and girl's, $1.25. Juvenile, 
1.40, 

Straps. — >. with common 
buckles, % R. in., black and rus- 
set, $1. 70 p 2 OZ. pair net; &% x 30 
in., $2.40. Matent leer 5 x 20 in., 
black and russet, $2.38; % x 30 in., 
$3. 


SLEDS. 
Speed-a-way.—No. 90, $9.60 a doz. 
net; No. 99, 1. 40; 
; 50 yy ; °. 


Ss , #1 
$18. Baby “sicighs, No. , $10.80 each 
net; sleigh boxes, $43. %0 per doz. 
Lightning snow scooter, $24 per doz.. 
net. 


STOVE PIPE. 

Surelock.—26 gage, 24 in. joints, 3 
in., 138%c. a joint net; 4 in., 14c.; 5 
in., 15¢c.; 5% in., 16c.; 6 in., 16c.; 7 
in., 19c. Twenty-eight gage, 24 in. 
joints, 3 in., 10%c. a ts _ . in., 
1i%e.; 5 in., ene 5% 13%c.: 
6 in., 13 : 7 in... 100. 

Ohio.— é gage, 24 in. joints, 3 in., 
1314c. a joint net; 5 in., 15c.; 5% in., 
16c.; 6 in., 16c.; 7 in., 18%c. 

Ohio.—Furnace, galvanized, lock, 26 
gage, 24 in. joints, 5 in., 21%. a 
joint net; 6 in., 23c.; 7 in., 25c.; 8 in., 
27c.; 9 in., 30¢.; 10 in., 38c.; 12 in., 


40. 
Wire.—In coils, No. 18, 48c. a doz. 
net. 


VENTILATORS. 
De- + Sa — Air.—No. 63, $2.50 a doz. 
net; » $3; No. 88, 34° 70; No. 117, 


$4. Sb 
Continental.— Wood frame oT. 
No. V836, $2 a doz. net; No. V9 
$2: No. V937, $2.20; No. 'V949, a T8: 
V959, $4. 40; No. V1537, 3.45; 
No: V1549, $5. "Metal frame, ae 
$2.50; No. $31, 0; No 


$2.67; No. SB, 
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THE ONLY SHOT THAT COUNTS !S THE SHOT THAT HITS 








Another sales aid that 
means bigger profits 


Our plans are aimed towards putting 
Remington Cutlery into every home in 
America. We propose to do this by mak- 
ing cutlery of the finest quality, advertis- 
ing it widely, and providing dealers with 
the best of merchandising assistance. 


The No. 25 Show Case is a merchan- 
diser that will speed up your sales of 
scissors and shears. It displays 25 sizes 
and patterns with prices clearly marked 
and it also carries stock. Can be used on 
wall or post, or hinged to shelving. 
Hinged door makes easy access. Sub- 
stantially made of handsomely finished 
oak with N. R. H. A. orange lacquered 
display panel. Size: 34” high, 17” wide, 
3” deep. Shipped without glass to reduce 
freight and breakage. Local glazier can 
fit the glass easily. 


The patterns and sizes are all fast 
sellers. No slow moving stock included. 
You will be surprised at the small invest- 





Now here—The Remington Standard 
American Dollar Pocket Knife 














No. 25 Show Case 


ment. Ask your jobber about these Deals 
that will speed up your sales of scissors 
and shears. 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, ‘Digby 0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


© 1930 R. A. Co. 
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NEW YORK: 


New York, Sept. 30. 


USINESS sentiment in this ter- 
Bites has been greatly strength- 

ened by the early reports that 
volume in September was consider- 
ably better than in July or August, 
although somewhat behind the record 
of the same month of last year. Local 
distributors of hardware, housefur- 
nishings and allied lines face the third 
quarter without any illusions that 
1930 will finally equal 1929, but feel 
reasonably sure that steady if not 
rapid improvement may be expected 
during the remainder of the year. 
A study of current business reveals 
the interesting fact that housefurnish- 
ings lines generally have been rela- 
tively more active than shelf hard- 
ware lines and have for two or three 
months been selling at a satisfactory 
rate. 

Prevailing unseasonable weather 
hampers what might have been a 
steady development of fall business. 
Unemployment in the metropolitan 
territory continues to cause concern 
and is generally accepted as the most 
potent factor in retarding trade. 


CANNING EQUIPMENT ACTIVE 


At the present time the sale of all 
kinds of canning equipment and sup- 
plies looks as though it will be a very 
bright spot in the picture. Cheap 
and plentiful fruit crops and low 
priced sugar have helped stimulate 
interest in canning this year. It is 
likely that many housewives have 
curtailed their entertainment budgets 
and so have the extra time for can- 
ning, which in this particular section 
was being called “a lost art,” due 
largely to the increased popularity 
of apartments instead of homes plus 
low prices of canned fruits. 

It is generally conceded that 1930 
business to date averages about 25 
per cent less than for the first nine 
months of 1929. Should the re- 





AT A GLANCE 


Manila rope, grades 1 and 2 
down 2 cents; grade 3 down 
1 cent. Sisal down % cent. 
Linseed oil is off 4 points with 
further declines likely. Shellac 
down 1 to 5 cents but is ex- 
pected to advance during the 
remainder of the year. 

* *k 

Business sentiment is quite 
strong as September volume 
shows substantial increase over 
July and August, though does 
not equal that of September, 
1929. 

x * & 

Though some steady im- 
provement is looked for dur- 
ing the last quarter, local 
wholesalers have no illusions 
about 1930 being equal to 
1929. Sales for the year to 
date are about 25 per cent 
behind last year. 

* * x 


Credits are being watched 
very closely though wholesale 
collections are considered fair. 
There were practically no re- 
tail hardware failures in the 








past thirty days. 





mainder of the year be equal to the 
last quarter of last year, this average 
would hold for the year. Some local 
factors predict sufficient improve- 
ment in the next three nionths to re- 
duce the 25 per cent loss down to 
20 per cent, but this view is not gener- 
ally held. 


FEW PRICE DECLINES 


Manila rope, grades 1 and 2, has 
been reduced 2 cents, as grade 3 
has declined 1 cent. Sisal, grades 


Business Sentiment Is Stronger— 


A Few Price Declines Noted 


1 and 2, if off a % cent, and Java 
sisal is off 1 cent. Linseed oil is 
down 4 points with possibilities of 
further declines during the last quar- 
ter. Shellac has been reduced from 
1 to 5 cents, but the local opinion is 
that shellac prices have about hit bot- 
tom and- should start advancing 
rather suddenly, perhaps steadily for - 
the next three months. Other paint 
materials prices are firm, and the 
general demand shows improvement. 
The rope demand, however, is very 
light. 

There are no other important 
price changes reported, but competi- 
tive pricing continues on hand tools, 
certain builders’ hardware items, and 
in a few popular housefurnishing 
items, particularly polishes. 


FEW FAILURES REPORTED 


During the past spring there were 
reported an abnormal number of 
failures in retail hardware ranks, but 
in the past six weeks there have been 
but few, and these were small firms. 
Credits are certainly being watched 
very closely by most local wholesalers, 
even though collections are fair. Re- 
tailers, too, report a general tighten- 
ing up of credits and find their col- 
lections subnormal. 

Though some spring delivery busi- 
ness has been written in this terri- 
tory, the volume to date is insignifi- 
cant. This cannot be taken as an 
indication, however, as futures writ- 
ten this time of the year for spring 
shipments are always spotty and sel- 
dom in any volume. 

Early interest in holiday merchan- 
dise for Christmas selling campaigns 
is not as active as it was at this time 
last year, but is expected to show 
some life early in October. The pro- 
longed hot, sticky spell is undoubtedly 
influencing the buying of all fall 
goods, including the holiday merchan- 
dise. 





Car Loadings Gain in Week, But Are Below Year Ago 


Loading of revenue freight for the 
week ended on Sept. 13 totaled 965,713 
cars, the car service division of the 
American Railway Association an- 
nounced Sept. 23. 

This was an increase of 109,076 cars 
over the preceding week this year, 
when loadings were reduced some- 
what owing to the observance of La- 
bor Day. It was, however, a decrease 
of 187,561 cars below the same week 


last year and a reduction of 172,347 
cars compared with the same week in 
1928. 

Loadings for the week compared 
with same week last year follow: 

Miscellaneous freight, 386,522 cars, 
a decrease of 81,172; merchandise less 
than carload lot freight, 242,728 cars, 
a decrease of 26,659 cars; coal, 159,889 
cars, a decrease of 28,345 cars; forest 
products, 40,776 cars, a decrease of 
24,050 cars; ore, 50,787 cars, a reduc- 


tion of 18,813 cars; coke, 8145 cars, a 
decrease of 3225 cars. 

Grain and grain products loadings 
for the week totaled 49,940 cars, a de- 
crease of 2950 cars. In the Western 
districts alone, grain and grain prod- 
ucts loading amounted to 36,266 cars, 
a decrease of 1184 cars. Live stock 
loading totaled 26,926 cars, a decrease 
of 2347 cars. In the Western districts 
alone, live stock loading amounted to 
20,851 cars, a decrease of 1610 cars. 
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HERE’S a lot of “Thanksgiving” in 

this roaster — for you and every 
family who has one... The approach- 
ing holiday season means turkeys—and 
turkeys mean roasters — and roasters 
mean Nesco Perfect Roasters. 


And what a steaming, roasting hot spe- 
cial they are right now. Put them up 
front. Remind the ladies that it’s time 
for juicy roasts and tender turkeys. Nesco 
features will do the rest — sell every 
prospect every time. 


You can hang sales all over these Nesco 
Perfect Roasters. Top, bottom, sides — 
even their handles have sales points — 
profit factors. 


MAKES TOUGH MEA 


72 bm jak 4 ‘ 
Pitas ae oe . : 
/ UJ The rants ER Ne nh % 


Let’s Talk Turkey 


Here you are: Self-basting! Real self- 
basting that makes good roasting easy. 
Vapor keeps rising from bottom water 
channel to concave outer ridge of cover, 
condenses, runs down cross ridges to de- 
pressed center and drops onto the meat. 
Seamless! Easy to clean. All corners and 
edges rounded. High top—straight sides! 
Takes large turkey or high roast. Oval 
shaped to fit average oven. Top handle! 
Raised bottom! Gravy and meat pit. 
Comes in NESCO ROYAL GRANITE 
ENAMELED WARE —~and in dark blue 
with white speckles, called NESCO BRIL- 
LIANT—both types famous for their value 
to the buyer and their profit to the seller. 


Jobbers everywhere—ask your jobber’s salesman 


NATIONAL ENAMELING & STAMPING CO., INC. 


13 TWELFTH STREET 


MILWAUKEE, WIS. 


Factories and Branches: Milwaukee, Baltimore, Granite City, 
Ill., Chicago, St. Louis, New York, Philadelphia, New Orleans. 


NESCO PERFECT ROASTERS 
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New York PAINT MATERIALS MARKET 


NEW YoRK, Sept. 30.—Distributors report a steady vol- 
ume of trade in practically all paint materials, with some 
improvement in volume during the past two weeks. Lin- 
seed oil is off 4 points with rumors of further declines 
during the remainder of the year. Shellac prices are down 
from 1 to 5 cents. Local distributors feel that the new low 
levels on shellac are about at the bottom and should show 
steady advances during the last quarter. Other paint mate- 
rial prices are firm, with very little shading reported even 
for larger consumers. 


LINSEED OIL 
PURE LINSEED OIL 


Per Pound 
im: tote OF See Ge & WES, cn... cc cee seseekes 11.0c. 
ge rey ee ee 10.6c. 


WHITE LEAD 
WHITE LEAD AND OXIDES. 

White lead in oil, heavy or soft paste, 100 Ib. kegs, 13%c.; 50 
and 265 Ib. kegs, 14c.; 12% lb. kegs, 14%c.; 6 Ib. cans, 16%Cc.; 
1 tb, cans, 18%c.; 5 lb. cans packed 50 or 100 Ibs. to case; 1 Ib. 
cans packed 25, 50 or 100 Ibs. to case. 

“The following discounts are granted on quantity orders for de- 
livery at one time; 500 lb. lots, 10 per cent; 2000 Ib. lots, 10 
per cent and 6 per cent; 10,000 Ib. lots, 10 per cent, 10 per cent 
and 8 per cent; carload lots, 10 per cent, 10 per cent and 4 per 
cent. 

DRY WHITE LEAD. 

Dry white lead, 100 Ib. kegs, 13%c.; 25 and 50 Ib. kegs, 1l4c.; 

12% Ib. kegs, 14%c. 


WHITE LEAD PUTTY 


White lead putty, 1 Ib. cans, 10c. per Ib.; 12% Ib. cans, 8%c. 
per Ib.; 25 Ib. cans, 8c. per lb.; 120 lb. (approximate) tubs, 7c. 
per Ib. 


COMMERCIAL PUTTY 


1 lb. cans, 6c. per Ib.; 2 Ib. cans, 5%c. per Ib.; 5 Ib. cans, 4%c. 
per Ib.; 12% Ib. cans, 4%c. per Ib.; 25 Ib. cans, 4c. per Ib.; 100 
to 120 Ib. tubs. 3c. per Ib. 


DRY COLORS 


COMMERCIAL LAMP BLACK. 
In 60 Ib. cases, 1 Ib. packages, 16c. per Ib.; % Ib. packages, 23c. 
per Ib.; % Ib. packages, 80c. per lb. Assorted sizes, 22c. per Ib. 


GERMANTOWN LAMP BLACK. 
In 60 Ib. cases, 1 bb. 


packages, 25c. per lb.; % Ib. packages, 
~Y per lb.; % Ib. packages, 40c. per Ib. 


Assorted sizes, 32c. per 


VARIEGATED COLORS . 

Dry colors in barrels varying from 300 to 850 lbs. Prices per 
pound: Prince’s metallic, 3c.; American raw and burnt umber, 
5%c.; Italian raw and burnt sienna, 10c.; turkey raw and burnt 
umber, 6c.; American raw and burnt sienna, 5%c.: Van Dyke 
brown, 9c.; chrome green, l.m. or dark, 15c.; American venetian 
red, 3c.; Indian red, 15c.; turkey red, 35c.; American vermilion, 
35c.; American yellow: ochre, 2c.; imported French ochre, 6%c.; 
golden ochre, 6c.; chrome yellow, l.m. or dark, 15c.; Dutch paint, 
llc.; extra gilder’s whiting, 7%c.; ultramarine blue, 28 Ib. boxes, 
from 1lc. to 9c. per Ib. 


SIZING GLUES 


White kalsomine glue, flakes, 30c. per Ib.; pure hide joint glue, 
ground or flakes, 25c. per lb.; South American sheep glue, 110 Ib. 
bags, 15c. per Ilb.; German sheep glue, 110 lb. bags, 18c. per Ib. 


MISCELLANEOUS MATERIALS _ 


Oxalic acid, in barrels, 14c. per Ib.; Italian ground pumice 
stone, in barrels, 3c. per Ib.; C. P. aluminum bronze, 1 Ib. cans, 
75c. per can; pale gold bronze, 1 lb. cans, 65c. per can; copper 
bronze, 1 Ib. cans, $1 per can; cotton waste, 50 Ib. bales, 14c. to 
15¢e. per Ib.; alcohol, C. D. No. 5, in steel drums, 48c. per gal.; 
steel drums are charged at $6 each, which is refunded when 
drums are returned. Spirits turpentine, 51c. per gal. 


SHELLAC 


T. N. Grade, 164 lb. bags, 22c. per lb.; Vac-Dry bleached, 250 
lb. barrels, 29c. per lb.; Orange, 164 Ib. bags, 22c., 25c., and 32c. 
per lb., according to grade; 5 Ib. Pure White Shellac, 50 gal. 
barrels, $1.65 per gal.; 5 lb. Pure Orange Shellac, 50 gal. barrels, 
$1.35 per gal.; 4% lb. Pure White Shellac, 50 gal. barrels, $1.60 
per gal.; 4% lb. Pure Orange Shellac, 50 gal. barrels, $1.30 per 
gal.; 4 lb. Pure White Shellac, 50 gal. barrels, $1.50 per gal.; 
4 lb. Pure Orange Shellac, 50 gal. barrels, $1.20 per gal. 





Direct Indicating Micrometer 


The Lufkin Rule Co., Saginaw, 
Mich, makes a direct indicating 
micrometer, which gives the total 
reading of the measurement without 
difficulty or incorrect additions. 
Reading is shown at a glance by an 
ingenious arrangement of figures on 
the sleeve. Hub markings are the 
same as on the regular type of mi- 
crometers. Hundreds of thousands are indicated by a long line, reading 
shown as usual by figures 0 to 9. The three shorter lines indicate .025, 
050 and .075, being arranged so that they appear as a group of three 
Sleeve is notched away at the zero point, so that at each revolution of 
the spindle a new line comes instantly into view, when zero is reached 
Figures on sleeve are from 0 to 24. A group of three rows indicating 
25 to 49, 50 to 74 and 75 to 99 is shown on the right, so arrnaged in 
spiral form that each row follows the last without jumping over. For 
reading, the last line in view on the hub should be observed. When the 
first short line shows the first row of figures in the group of three 
should be read, If second short line shows, read the second row. 
Where ‘the third ‘short line shows, read in the third row. Then the 
reading is ptefixed with the figure indicating hundreds of thousands. 
sit — is. then available, without any calculations. List price 
is $11.00. 








Jockey Tinker and Beads 


Tinker Beads No. 6 are greatly en- 
larged in size and are intended for use 
of kindergarten children. There are 
thirty-six % inch balls and ovals % x 
1 3/16 inches, packed in safety glass jar, 
with a screw top of lithographed metal, 
with tape and bodkin for stringing. Beads 
are enameled in six safe, brilliant glossy primary colors. A dozen 
jars in shipping case, weigh 16% lbs. Suggested retail selling price is 
75c. Jockey Tinker is an attractively designed pull toy, constructed 
mainly of wood with rust-proof metal parts. It is 4 x 6 x 12 inches 
and is finished in attractive 
colors. Motion of wheels causes 
horse to gallop in long, easy 
strides. Packed in cases of a 
dozen, the shipping weight is 





12% Ibs. Suggested retail sell- 
ing price is $1.25. The Toy 
Tinkers, Inc., Evanston, Ill. 


make these toys. Dealer dis- 
count on these toys is 33 1/3% 
on orders under $50 list, or in 
broken lots. On orders listing from $50 to $400 discount is 40%. 
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A Policeman Kept the Crowds Back 








on : 
fi " 
vu 


To Help You Sell Tools 


The True Temper Tool Display Stand. 
A real merchandiser for True Temper 
Tools. Furnished free with an order 
for our tools. Write for our offer. 





RUE |EMPE: 


This display window won a first prize in the national True 
Temper Window Display Contest for the Lake View Store, 
Morgan Park, Minnesota. 


The Lake View Store writes as follows: 


“This display is the most beautiful thing we have ever accom- 
plished. We must, at all times, have a policeman to keep the 
crowds back. It has been a very great success, inasmuch as it 
has tripled our sales this year on True Temper Farm and Gar- 


den Tools.” 


Not everyone can win a first prize, but every merchant can greatly 
increase his sales on Farm and Garden Tools by stocking True Temper 
Tools. We guarantee these tools to be “the best that can be made” 
and we furnish live advertising helps and suggestions to help move 
them. 


Furthermore, when you display these tools you create a demand for 
something that can, for the most part, be satisfied only in regular 
hardware stores. This is something that’s worth thinking about. 
Your jobber can supply the tools you need promptly. 


THE AMERICAN FORK AND HOE COMPANY 


Makers of farm and garden tools for over 100 years 


General Offices: Cleveland, Ohio 


Factories: Wallingford Vt.; Ashtabula, Ohio; Geneva, Ohio; Jackson, Mich.; Montrose, Iowa; 


Fort Madison, Iowa; Memphis, Tenn. 


‘FARM AND 
GARDEN 
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Milore than 
1.000.000 tool 
users a month 








see Maydole ad- 





vertising ... It 





works for you, 






ereates demand 






and makes your 





selling easier. 





You'll sell more hammers if you 

display and recommend Maydoles. 

Your jobber can supply you with 

standard assortments or the styles 
and weights you need. 


‘ Write for a free supply of Pocket 
Handbooks 23 “C” 


WMaydole 
Hammers 


The David Maydole Hammer Co..Norwich NY 


























Hard 





for less than union rates; and I 
know personally that many of 
these men have had no work of 
any kind for nearly a year and 
are in desperate circumstances. 

The local merchants are direct- 
ly affected by this state of affairs, 
because money which is being 
paid out for work in our commu- 
nity, and which should be spent 
right here, is leaving town and be- 
ing spent elsewhere. Could not 
our merchants prevail upon these 
men to accept less and take the 
jobs available during this emer- 
gency? 

As an employer of labor, I per- 
sonally come in contact with many 
peculiar situations—some of them 
very sad, but most of the sadness 
is self-inflicted. For illustration, 
a man called at my plant a few 
days ago, where we are building a 
new addition—asked me to put 
him to work with a pick and 
shovel at $4 a day. He said his 
family had been without food for 
several days and he must have 
work. 

The man was frail and under- 
nourished, so I said to him, “I 
would be glad to give you the job 
you ask, but you couldn’t stand up 
under it—what kind of work have 
you been doing?” He told me he 
was a carpenter by trade, so I 
said, “All right, get your tools and 
I will set you to work fixing up a 
shipping platform which needs re- 
pair, and instead of paying you $4 
a day for work you can’t possibly 
do, I will pay you $6.” 

Believe it or not, here was his 
answer: “Sorry, but if I am to do 
carpenter work, I must get the 
union rate of $11.” 

Here was a case of a man whose 
family was in _ straits—without 
work or hope of getting any at his 
own trade—trying to break into 
another class of work which 
others could do, but which he 
could not, and preferring to starve 
rather than work at his own trade 
for a reduced wage! 

There is an enormous amount 
of latent work—especially repair 
work—which is being held up, 
waiting for an opportunity to em- 
ploy mechanics at wages which the 


(Continued from page 37) 


Times 


man on the street can afford to 
pay. Could not something be done 
by the merchants of the country 
to induce mechanics to openly offer 
their services—temporarily at 
least—at prices which would re- 
lease this great volume of latent 
work? 

I know a man in the battery 
business who earns $7 a day—he 
has never been able to afford a 
cement sidewalk in front of his 
home. A few days ago a friend of 
his, who is a mason, called on him 
and suggested he be allowed to do 
the job. 

The man replied, “All right—I 
will buy the materials and pay 
you just what I earn, $7 a day.” 
Did the mason jump at the chance? 
He did not! He said, “I would 
rather starve than to take less 
than $14 a day for my work!” 
This mason was hard up—had he 
taken the job it would not alone 
have relieved his condition, but 
would also have allowed mer- 
chants to sell cement, stone, sand 
—given work to other men and 
generally helped business. 

Due to the enormously inflated 
wage rates in the building trades, 
there has accumulated an incon- 
ceivably large amount of repair 
work—additions and alterations— 
which the householder has been 
anxious to have done, but has 
never felt that he could afford to 
pay the gaff—for it is admitted 
that such work, under present 
rates, would cost from three to 
four times what it is really worth. 

There are millions of such jobs 
today, where people, even under 
present depressed conditions, 
would gladly pay twice what the 
job is really worth in order to get 
it done, but who refuse to pay four 
times the value. If this vast 
amount of latent work could be re- 
leased, it would materially help 
the unemployment situation, and 
business in general. 

Could not the merchants of our 
communities organize to put over 
a program with their local labor 
such as this: “Let’s do our repair- 
ing and our alterations now—at 
prices we can afford to pay!”? 
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Getting Acquainted With the 


Farmer's Dollar 


(Continued from page 35) 


Many more reasons could be set 
forth—but these will serve to ex- 
plain why good fencing and steel 
posts are indispensable to bigger 
farm profits. 

If present income does not per- 
mit fencing the entire farm, service 
fields should be fenced and the bal- 
ance of the farm can be fenced out 
of extra profits that good fencing 
will produce. 


In closing it is well to remember, 
that we are living in a machine age 
which brings to the farmer the 
tools and material with which to 
lower the cost of farm operation. 
Unless he invests in them, how- 
ever, they will do him no more good 
than an unloaded gun in time of 
danger. Good fence, that will give 
years of satisfactory service is farm 
improvement fence. 





Planning a Hardware Store 
for Profit 


(Continued from page 49) 


to the one shown in Fig. 9 can be 
used. This ticket simply states 
the price and leaves the rest to the 
merchandise itself. These tickets 
can be hand lettered or they can 
be purchased in printed forms. 
Printed tickets are better unless 
an experienced man is available 
for doing the lettering. Price 
tickets should always be very 
plain and easily read to present a 
neat, attractive appearance. 

On the larger compartments or 
on merchandise that is a little out 
of the ordinary talking price cards 
should be used. 

A talking price card is one that 
in addition to the price of the 
merchandise also carries some 
statement regarding the merchan- 
dise. Fig. 10 shows a price card 
of this style and the 
most popular size is 
approximately 51 in. 
high by 7 in. wide. 
Such points as 
“Stainless Steel,” 
“Fresh Stock,” or 
“Take Home a Fly 
“Swatter,” or 
“Bristles Set in Rub- 
ber” are examples 
that can be used on 
price cards of this 
style. 

Such phrases as 
“Special Price,” 
“Exceptional 





Value,” “Special Bargain” are not 
as effective unless used sparingly 
and only when the price has really 
been reduced. These and similar 
phrases have been used so often 
when conditions did not warrant 
that they have lost much of their 
effectiveness. 


Displays must be kept clean at 
all times. 


An open display arrangement in 
a store is like a machine in a fac- 
tory. It must be kept clean at all 
times if the utmost efficiency is 
to result. Make some one in the 


store responsible for this work. 
Preferably some one who will take 
a real interest not only in keeping 
the displays clean but in changing 
the 


around _fre- 
quently. 

Many-mer- 
chants have 
found that if 
they can get 
the right type of 
young woman for 
this work better re- 
sults are to be had 
than with men, but 
anyone ' interested 
can do it. 

In the next chap- 
ter we will illus- 
trate further counter 
displays for other de- 
partments. 


merchandise 








The men who buy 
hacksaw blades are 
the same men who 
buy tools . . . just 
as they know Star- 
rett Tools as the 
finest they can buy, 
they know Starrett 
Hacksaws as the 
finest they can buy. 


Write for information on Starrett 
Dealer Helps; for extra copies 
* of Starrett Catalog No. 25 ‘‘A”’. 


THE L. S. STARRETT CO. 
World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U. S. A. 


goth Anniversary of Starrett Tools —1880-1930 





4207 
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OF KIN 
TAPES 


Steel and Woven 


All Patterns ] 





RULES 


Wood, Steel and 
Aluminum Rules. 
Machinists’ Scales 











Micrometers, Calipers, 
Combination Sets, 
Gauges, etc. 





Every item in the line is fully guar- 
anteed for accuracy, workmanship 
and material. The demand for 
LUFKIN goods is established and 
steadily increasing. 


Distributed thru Jobbers 


Send for Catalog 


THE [UFHIN feULe Co. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 











Atlantic City Convention 
October 20 to 24 


(Continued from page 31) 


Charles F. Rockwell, American 
Hardware Manufacturers’ Asso- 
ciation may be reached at 342 
Madison Avenue, New York City, 
and Secretary George A. Fernley, 
The National Hardware Associa- 
tion has his office at 505 Arch 
Street, Philadelphia, Pa. Messrs. 
Fernley and Rockwell have worked 
together very closely in develop- 
ment of the program of the joint 
and separate sessions. Their work 
is of such a nature as to promise 
an interesting and instructive pro- 
gram. 

The wholesalers’ association’s 
convention theme will be “How 
We Can Be Better Wholesalers.” 
Principal topics to be discussed 
are: The Reduction of Overhead 
Expenses, Increasing Turnover, 
Analyzing Lines and Analyzing 
Customer’s Accounts. 

The joint opening session of the 
associations will be held Monday 
evening, Oct. 20, at. which time a 
speaker of national reputation will 
deliver the address of the evening. 
An informal reception and dance 
will follow, to enable delegates 
and guests to renew acquaint- 
ances. Regular meetings of the 
National group will start Tuesday 
morning with opening remarks by 
President A. H. Nichols and report 
of Mr. Fernley, as secretary-treas- 
urer. A complete discussion of 
the Overhead Expense Report and 
addresses by certain members on: 
The Reduction of Overhead Ex- 
penses; Internal Expenses, House 
Management, Buying and Credits; 
Sales" Expenses-Salemen’s Salaries 
and Expenses, Trucking, etc., and 
Fitting Sales to Expenses will be 
covered. 

A prominent wholesaler will ad- 
dress the Tuesday afternoon ses- 
sion, of the National group, on 
“Sales Management and How It 
Can Be Made More Profitable.” 
W. B. Allen, Palo Alto, Cal., pres- 
ident, National Retail Hardware 
Association, will speak on a “Com- 
parison of Net Profits Made Dur- 
ing the Past Three Years by Hard- 
ware Retailers, Mail Order Houses 
and Department Stores.” At that 


session a full discussion will be 
had on the merchandising policies 
of the power and utility compa- 
nies and other subjects will be dis- 
cussed in connection with the dis- 
tribution of accessories, electrical 
appliances and radio. 

Business sessions of the Manu- 
facturers Association will com- 
mence on Tuesday morning and 
will continue morning and after- 
noon until adjournment at noon 
on Thursday. A particularly con- 
structive business program has 
been mapped out with ample op- 
portunity for discussion and con- 
sideration of current hardware 
problems. 

In addition to the officers of the 
association, speakers will include: 
Col. Frederick H. Payne, the As- 
sistant Secretary of War, Hon. 
Clyde Kelly of Pennsylvania, co- 
author of the Capper-Kelly Bill; 
John E. Edgerton, president, Na- 
tional Association of Manufactur- 
ers; C. D. Smiley, Jr., president, 
The Simmons Hardware Co., St. 
Louis, Mo.; Carl W. Dipman, edi- 
tor, Good Hardware; Col. Arthur 
F. Hatch, The Stanley Works of 
Canada, Ltd., a former president 
of the Canadian Hardware Asso- 
ciation and active in the new 
Canadian Government. 

Ohio Avenue Hall of the Marl- 
borough-Blenheim will be the 
meeting place Tuesday afternoon 
of the mid-year session of the Na- 
tional Association of Sheet Metal 
Distributors with President F. O. 
Schoedinger, Columbus, Ohio, pre- 
siding. “Conditions in the Steel 
Industry” will be the subject of an 
address by an executive of one of 
the large steel mills. Committee 
chairmen will report on: the prob- 
lems in connection with the distri- 
bution of sheet steel, the profitable 
merchandising of copper and brass 
products, developing sales of tin 
and terne plate, cooperation vs. 
competition in connection with 
eave trough and conductor pipe. 

The topic for the Wednesday 
morning session of the National 
Association will be “The Impor- 
tance of a Satisfactory Turnover.” 
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That afternoon will be devoted to 
the subject “Is It Profitable to 
Analyze Lines.” It will be dis- 
cussed from the standpoint of both 
the manufacturer and the whole- 
saler, with an address by J. P. 
Margeson on “From the Outside 
Looking In.” 

For Wednesday afternoon ses- 
sions of the American Hardware 
Manufacturers Association indi- 
vidual Divisional Groups, the Tool 
Group and Builders Hardware 
Group, particularly, are arranging 
programs of great interest to 
those industries. 

Analyzing customer’s accounts, 
determining if accounts are profit- 


able, value of concentration of 
purchases by retailers and other 
subjects will be discussed at the 
Thursday session of the National 
association. Reports of commit- 
tees and election of officers will be 
held. 

Although the first and most im- 
portant consideration is business, 
incidental entertainment and re- 
creation will not be overlooked. 
Golf, swimming, roller chairs and 
other boardwalk and beach amuse- 
ments will be available. A formal 
ball, bridge tea for the ladies, 
music, dancing and professional 
entertainment are also offered as 
features. 


New Catalogs and Dealers’ Helps 


Available from Manufacturers 


du Pont Issues Booklet 
on Fabrikoid Products 


A very attractive and interesting book- 
let in colors has been issued by E. I. du 
Pont De Nemours & Co., Inc., style di- 
vision, Newburgh, N. Y. It describes 
and illustrates some of the many uses for 
Fabrikoid. The booklet features style, 
design, color and texture of these lac- 
quered fabrics. Through the combined ef- 
forts of chemists, improved manufactur- 
ing processes and stylists’ the material 
has been brought to its present high de- 
gree. Its chemical qualities make it wear- 
able, flexible, impervious to dust, dirt, 
stains and other forms of wear and dis- 
coloration, to a high point. This product 
is used for upholstery, book bindings, 
wall decoration, luggage covering, draper- 
ies, case coverings, cushion coverings and 
many other uses. Samples of these fab- 
rics have been put in a folder of modern 
appearance. On the rear is a government 
reply card, for use in requesting com- 
plete sample book and other information 
desired. 


Standard Gas Equipment Corp. 
Issues “This New Cooking” 

“This. New Cooking,” issued by the 
Standard Gas Equipment Corp., 18 East 
4l1st St., New York City, tells the story 
“Better Cooking This Easy Way.” It is 
fully illustrated in color and tells the 
story of the Smoothtop line, bringing a 
vision of cooking ease, made possible with 
gas. A complete merchandising program 
is available for putting over the modern 
gas stove for those interested. Various 
models are illustrated, together with com- 
plete information as to dimensions and 
finish. Advantages and methods of using 
these stoves are pointed out, as well as 
the various features, including the Four 
Zone Cooking plan. Excerpts from the 
booklet offered by the company concern- 


ing a month of menus is included in the 
booklet. The booklet is known as Smooth- 
top Cookery. 


Union Chain & Mfg. Co. 
Offers 124 Page Catalog 


The Union Chain & Mfg. Co., San- 
dusky, Ohio, has just issued a new 124- 
page catalog on silent and roller chain of 
its manufacture. Catalog is complete in 
every respect, containing data on these 
types of chain and engineering data of 
practical value to chain users in figuring 
chain drives. It also contains complete 
information and engineering data on 
sprockets used in conjunction with silent 
and roller chain drives and on chain at- 


tachments for special purposes. The size | 


and design of the new catalog is such 
as to conform to the drive and’ convey- 
ing chain catalog issued recently by the 
company. The two catalogs together 
cover a complete line of steel chains for 
drive, power transmission and convey- 
ing purposes. 


Money in Circulation 
Increased in August 


The Treasury Department recently an- 
nounced that money in circulation showed 
a seasonal increase during August. The 
gain of $108,000,000 brought the total to 
$4,534,471,449, but was still below the 
figure on Aug. 31, 1929. 

However, the increase was regarded 
as a hopeful sign of some revival in 
business by officials. 

The per capita circulation Aug. 31 was 
$36.72, as compared with $35.90 July 31 
and $40.32 Aug. 31, 1929. The Aug. 31 
figure was based upon a population of 
123,463,000. Total stocks of money in 
the country amounted to $8,253,541,522, 
an increase of $10,000,000 during August 
but a reduction of $447,000,000 since Aug. 
31 of last year. The total gold coin and 
bullion amounted to $4,499,738,661. 





Size Shown 
on Each Box 


Bakatax save your time by show- 
ing the tack size on the end of 





each individual box. There it is 
for the consumer to see without 
tearing open half a dozen boxes © 
to find what he wants. And the 
modernly designed Bakatax dis- 
play box looks well on a promi- 
nent counter or table where it 
will remind consumers that they 
need tacks. Bakatax are rust re- 
sisting, sanitary and attractively 
blued. Just send a card giving 
your name and your jobber’s 
and you will receive samples 
of Bakatax. Geo. Baker & Sons, 
Inc., Brockton, Mass. 











HULU UUTTOGL CUTAN TATE 
Sead fora FREE SAMPLE 
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Make Your Own Signs 


There’s no need of hiring outsiders 
to make store signs, streamers, show 
cards, price tickets, etc. It’s dead 
easy with a 


[PEA A 
SHOW CARD WRITER 


yoyo fila 


Attract your customers with plenty 
of display and “Special Sale” signs 
made right in your own store. Write 
today for full information about this 
economical and practical way of mak- 
ing store signs. 


NATIONAL SIGN STENCIL CO., 
Incorporated 
1602 Usivansiey Ave. 
St. Pau MINNESOTA 


Canadian Distributors: 
National Display Specialties, Brockville, Ont. 
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The LARGEST 


selling 


in your line 


New Gillette Blades are the best blades made. 
Millions of shavers know this. They prefer 
New Gillette Blades. 

That is why New Gillette Blades are the 
largest selling single item in your Sundries 
Line. 

New Gillette Blades require no salesmanship, 
—-practically no clerk time. Their quality 


item 
of Sundries 


plus the greatest advertising campaign in the 
history of the safety razor does the selling for 
you. 

Remember New Gillette Blades now bring 
more profit than ever before. No single item 
you sell will bring as much profit per year. 
These are facts proven by others. We'll help 
you prove them to yourself. Ask us. 


GILLETTE SAFETY RAZOR COMPANY, Boston, Mass. 
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How Rio Grande Hardware Increased Cutlery 


MORE prominent display 
A location, plus two doorway 
display panels and the re- 
sumption of a complete assort- 
ment of cutlery lines, enabled the 
Rio Grande Hardware & Machin- 
ery Co., San Benito, Tex., to 
increase its sales in that depart- 
ment 50 per cent. The location of 
this firm’s cutlery case is directly 
in the center at the front of the 
store, immediately seen by all cus- 
tomers entering either front door. 
The two doorway panels, one on 
pocket cutlery and the other on 
scissors, shears, and special pur- 
pose knives were described and 
illustrated in the June 5 issue of 
HARDWARE AGE. 
The importance of having a 


Sales 50% 


San Benito, Texas, store places 
Cutlery in the foreground. 
Interesting experiment shows 
need of complete assortment. 





complete assortment in all cutlery 
lines was quickly demonstrated by 
an experiment designed to curtail 
stock to the very active numbers. 
For example, it was learned that 
80 per cent of pocket knife sales 
were for 35 per cent of the pat- 
terns, yet sales fell off when the 
stock displayed was restricted to 
the 35 per cent. When amore com- 
plete assortment was resumed sales 
climbed. This same experience 


was had in scissors, shears, kitch- 
en cutlery and special purpose 
knives. Even though the demand 
for certain numbers is light the 
effect of complete assortments has 
proved a real investment, and it 
is considered that this feature 
and the increased displays were 
jointly responsible for improving 
sales 50 per cent. 

Every item bears a tag with 
price, stock drawer location and 
model number. Pocket cutlery in 
trays are handled like rings in 
jewelry stores to prevent theft. 
Every compartment in each tray 
either has a knife or a plug so 
that the salesman at a glance can 
tell if a knife has been stolen 
during a demonstration. 
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Rich Beauty » that other 
metals cannot match 


Brilliant, lustrous highlights... rich, soft shades... Only Stain- 
less Steel possesses that deep, modern beauty of sharp contrasts so 
sought for by the housewife of today. 

On the counter or in the window, a “Stainless” product capti- 
vates buying eyes... It’s new, interesting .. . It’s in harmony with 
the mode of progressive, up-to-the-minute minds . . . it means free- 
dom from the slavery of endless polishing, and is a low priced 
luxury which customers say they can well afford to enjoy. 

Watch your stock of Cutlery, Scissors, Squares, Rules, Tapes, 
Hammers, Golf Clubs, Building Hardware, Kit Tools, Screws, 
Skates, Nails, Bolts and Nuts... It moves faster if it’s “Stainless” 

. Write for our booklet “Stainless in the Home’... Here’s a 
market guide. 

Genuine Stainless Steel is manufactured only under the patents of 
AMERICAN STAINLESS STEEL COMPANY 
Commonwealth Building, Pittsburgh, Pennsylvania. 


STAINLES 
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POINTED ANTIQUE 
MEDIUM 
< 4 6 8 12 Breakfast Iamoheon Dinner 
Tea Peon 2.25 9.00 13.50 16.00 37.00 Tea seo ea Tea 
259 4. ° ° ‘ e For! 
5.84 25.94 36.00 46.67 70.00 
|| Small Enite 3.69 14.54 21.60 26,607 45.00 Sma e 3 : 6 
| 9.42 37.67 66.50 5.84 115.00 : 
|| Salad Fork 3.00 12000 16000 24000 30. Salad Fork Salad Fork 
| 12.4% 49.67 74.60 995.84 149.00 i 
Dessert Spoon 5.58 14054 21.60 20.67 45.00 Cereal Spoon Dessert Spocn Soup Speon 
| 16.00 64.00 96.00 125.00 192.00 Dess. Spoon 
|] Butter anne! 2.42 9.67 14060 19.54 29.00 Butter Spread.Butter Spread. pass 
7.67 110.60 147.94 221.00 | 
|| Bouillon Spoon ee 267 26.00 Bouillon Spe 
| : 20.50 62.00 185.00 164.00 Sa — : 
|| Coffee Spoon Le 4.17 6625 054 ° Coffee Spoon Coffee : 
<1. SB-17 129-36 173-34 266. 
Ioed Tea Spoon 2.92 - 11667 17.50 23.54 35.00 Ioed Tea Spe 
| 24. 97.64 146.76 195.07 295. 
Oyster Fork 1.75 7.00 10060 14.00 21.00 Oysters & 
— eat 104. 157.25 209.67 314.50 Lobster Cktl. acacia » Gt le 
joup Spoon ° 14.34 e 257 5200 ; Soup Spoon 
29.60 119.17 178.75 286.54 
Grange Spoon 2.75 11.00 16.60 22200 33.00 Orange or Fruit Fruit 
52.65 150017 195.25 260.84 90.50 Grapefruit Cocktail Cooktail 
|| Large Fork 6.54 21.54 52.00 42.67 64.00 Large Fork 
- 37.68 151.60 227.25 $05.00 464. : 
Large Knife 4.17 16. 200 «55.54 200 Large Knife 
42.05 166.17 252.05 356.94 = 
Small Tea Spoon 1.25 5.00 7e50 10.00 15.00 Afternoon Tea: Fruit Cock- 
45.50 175.17 259.75 $46.54 619.50 Fruit Cooktail tail 
Ice Cream Fork 2075 11000 16050 22.00 5000 Toe Cream Fk. loe Cream Fk. 
= el? 296.06 300054 552.00 
| 8 e 7.06 234 ° 267 85600 Fish knife Fish Knite 
55.15 212.60 316.75 425.00 657.00 
i| Fish Fork 5200 20000 350000 40.00 60.00 Fish Fork Fish Fork 
j e 2 e e eo e 
t rR m 200 26.67 40.00 Fruit Knife Fruit Knire 
| 61.46 245.64 S60.75 451.607 a 
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How the Customer 


FILLS IN 


From Stock Patterns 


of Silverware 


& Brother, Washington, D. C. These sheets are 


HE accompanying chart, is an example of a 
clever idea of William Wright, manager of Galt 


being arranged for all silver flatware pat- 
terns carried in stock, separate sheets for different 


weights. 


A strip of linen binding is then added to the 


edge and they are inclosed in a loose leaf leather 


binder. 


In the final copy, the second row of figures was done 


in red for greater emphasis. 


As can be seen at a 


glance, by either customer or salesman, the value of 
this arrangement is the ability to see how much one 
can purchase for a certain sum, what one needs for 
correct service, and the popular unit irea. 

This, in particular, is of the greatest benefit as all 
customers like to know what four or eight of so and 
so will be and here all figuring is obviated and one 
can easily compare prices. 

In arranging the items Mr. Wright has placed them 
in order of necessity and popularity. The customer is 
sure to be interested in comparing totals of the same 
pattern in medium or heavy weight and surprised to 
find how slight the difference on an entire flat service. 
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We Will Help 
You Meet 
Competition 








Enterprising stores are selling 
great quantities of Eversharp 
low-priced Scissors and 
Shears because there’s a big 
market for them. . 


Our large and varied line of 
low and medium-priced Scis- 
sors and Shears meets all 
competition when value and 
price are considered. Pat- 
terns retail at 10 to 50 cents. 
Send for Catalog No. D-118 


and Price Sheet. 


Crersharht SHEAR CO 


100-800 Hicks Street 
Bridgeport 





Conn. 























CHRADE SAFETY 
Pash Button Knife 


No Breaking of 
nger na ils 


<—__Safet 
Lock” 


Push the button and the blade opens auto- 
matically. Safety slide locks the button with the biade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


race FVERLASTINGLY SHARP ania 








J od J, *) ly by 
SCHRADE CUTLERY CO. Walden, N. Y. 
Also mf ers of « pl line 
of Se regular type pocket knives. 





Send for Catalog E. Factories: Walden, N. Y.—Middletewn, N. Y. 








Card Record Concentrates Purchases 


A California dealer, who did not wi:h to be quoted, 
told me this one: Some special letter paper was printed. 
On the back was this heading: 


SILVERWARE RECORD OF— 


aR ap Oils sits acter Eh ia g Li tye = 
I I Sy hig i ee wre a eh wal 
Mesias. Sore wed RD Sars i ecg T 
AMEDN foc se kis ca SR LS a ae ee 





Under this was a list of all the silver items carried 
in the store, flatware in one column, hollow-ware in an- 
other, 

The face of the letter had the regular store heading. 
It is customary to send this form to brides soon after 
they have completed their honeymoon. The text of 
the letter conveys the information that the list on the 
reverse of the letter is the store’s record of what 
wedding purchases were made. This record is on file at 
the store for future reference. It is always accurately 
kept, as whatever purchases are made from time to time 
are added to the list. 

The real value of this record is that the trade knows 
of its existence, so is very apt to concentrate its pur- 
chases in this one store, as the management is able to 
give definite information as to the silver needs of nearly 
any well-known family in the city. 





Haag Twin-Tex 
Washing Machine 


Haag Bros. Co., Peoria, 
IIl., makes the Haag Twin- 
Tex washer, which may be 
used as a rinsing and 
washing combination or as 
a double tub washing ma- 
chine. The suggested re- 
tail selling price east of 
the Rockies, is $165. It 
is equipped with heavy 
cast wringer, 2'%-inch 
balloon rolls, submerged 
safety agitators, adjustable 
legs and porcelain tubs 
All gears are run in a 
constant oil bath. The 
washer may be obtained with Y%-hp. General Electric motor or a 
4-cycle gasoline engine of Briggs & Stratton make. Gasoline engine 
has multiple spin foot starter and is air cooled, eliminating danger of 
water freezing and cracking of the block. From castor to castor it 
measures 20 x 38 inches. 
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Universal 
Pocket Knives 


Landers, Frary & Clark, 
New Britain, Conn., offers 
two models of its 77th An- 
niversary knife and a Boy 
Scout knife of official 
scout design. The pocket 
knives are regular $1.50 
values, offered for 77 
days, at a price to en- 
able the dealer to sell 
them at $1.00 each. No. 
77 has 3 blades, stag 
handle, large clip, sheep- 
foot and pen blades. Lin- 
ing and bolsters of both models are nickel silver. 
blades, stag handle, large clip, spey and punch blades. Cost to dealer 
on Anniversary specials is 
$8.00 per dozen, showing full 
profit. The Universal Boy 
Scout knife is offered in two 
sizes to the dealer for $14.00 
per dozen. It has improved 
screw driver, can opener, 
leather punch, and fancy back 
with nickel silver non-corro- 
sive lining. Scout knife is 
packed in individual royal 
blue boxes. There are six 
knives in counter display car- 
A two blade knife with screw driver is offered to dealers at 
Counter cards and window streamers are shipped 





Model 77P has 3 





ton. 
$9.00 per dozen. 
with each dozen Anniversary knives. 


Clauss Gold 
Medal Blades 


The Clauss Shear Co., 
Fremont, Ohio, manufac- 
tures the Clauss Gold 
Medal type blades, to fit ~ 
both old and new style 
Gillette type razors. They are made of imported Swedish steel, hand 
honed and hand stropped. Each package contains five blades. There 
are 20 packages in each carton. With new style blades an attractive 
counter display card to accommodate 20 packages is furnished. 














Remington Christmas Knife 


To solve the problem of the dealer to customer Christmas gift, 
Remington Arms Co., Inc., New York City, offers dealers a stainless 
steel blade paring knife, with seamless bakelite handle. The dealer’s 
name and address will be etched on the blade. Each knife is packed 






JONES HARDWARE CO. 


SMITHVILLE Ame 






separately in attractive Christmas package, together with a mailing card, 
with a one cent piece inserted in it, to overcome superstition against 
giving away knives. Cards are mailed to housewives asking them to 
bring the card and penny piece to the store, in exchange for a knife. 
The knives will act as reminders. and as an introduction to Remington 
cutlery. 


Charleston Electrical Supply Co. 
Publishes Catalog B 


An attractive illustrated catalog has been issued by Charleston Elec- 
trical Supply Co., Charleston, W. Va., electrical wholesalers. It is 
catalog B, showing electrical merchandise offered to dealers by the 
company. Price sheet No. B-] indicates prices on many of the items 
illustrated and described. The catalog indicates manufacturer list 
prices. Electric appliances, specialties and toys offered by the organ- 
ization are fully described. 








“Gem Leads . . . Because Gem Deserves Leadership” 





Make Your Counter Space Pay Dividends 


Twelve Smart Gem Nail Clippers 
mounted on a handsome Display Card 
. . . will get those extra sales that so 
effectively cut into overhead 
National advertising . . . reaching mil- 
lions . . . has made Gem famous the 
world over . . . Quality of material and 
workmanship has given Gem a well-de- 
served leadership. 
Every Gem and Gem, Jr., is_ Pre- 
Tested . .. has a properly. curved cut- 
ting edge that retains its “bite”... 
compact . . efficient . . You'll 
sell plenty. 
Get One or More Gem Counter 
Sales Display Cards . . . Work- 
ing for you. Order from your 
Jobber today. 


The H. C. COOK COMPANY, Ansonia, Conn. 








Gem, Jr. 
35 cents 











e Famous Since 1731 ¢ 






TWIN BRAND 





Reg. U. S. Pat. Off. 


114 different. 
patterns 





offer a wide 


) selection 


When a person wants a certain type of 
scissor or shear he is very particular about 
getting just exactly what he has his mind 
set on. And, if it’s a “she” instead of a 
“he”—all the more so. 

The famous J. A. Henckels line is com- 
plete in every respect—virtually every 
type, style, size and finish of scissor and 
shear are available and the dealer in J. A. 
Henckels Twin Brand has that advantage 
over other dealers whose lines are more 
limited. 


J. A. HENCKELS, INC., New York 





Twin Works, Solingen, Germany 
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Kees Frost Kleerer 


F. D. Kees Mfg. Co., Beatrice, 
Neb., makes the Kees Frost 
Kleerer, an automobile wind- 
shield heater, which operates 
from the car battery. It has 
transparent back, giving clear 
view of the road ahead, even in 
the most severe weather. Heat- 
ing element may be moved nearer 
or further away from the glass, to suit the severity of the weather 
Cost to dealer is approximately $1.40 each. Suggested retail selling 
price is $2.00 each. Where the dealer makes the installation the sug- 
gested price 1s $2.50. With each dozen Kleerers is packed an attrac- 
tive display card in colors on which one complete Kleerer is mounted 
No charge is made for this additional Kleerer. Device has an element, 
consisting of 12 inches of Nichrome resistance wire. Size of frame 
is 9Y2 x 1% inches. Current consumption is about 8 amperes. Weight 
is 6 ounces complete. Heater is of polished aluminum and switch is 
nickel plated 














No. 60 Turner Furnace 


The No. 60 furnace offered by The 
Turner Brass Works, Sycamore, Ill., 
has a self cleaning orifice and a 
flame control. Cost to dealer on 
this new firepot is $8. Suggested 
retail selling price is $25. The self 
cleaning orifice is entirely auto- 
matic. With every full revolution 
of the control valve handle a needle 
point thrusts through the orifice, 
cleaning it of any deposited matter 
Flame control permits adjustment 
of flame from full heat to a sim- 
mering point. Melted metal may be 
held at constant temperature with- 
out danger of .burning. In addition 
the furnace has tilting top section, 
patented overflow drip cup and 10 
pint steel tank made of heavy gage one piece steel. Patents are 
pending on this newly designed firepot. 





Kinderbeads and Tinkertoy 


The Toy Tinkers, Inc., Evans- 
ton, Ill, produce Tinker Kinder- 
beads, colored beads consisting of 
1 inch cubes, | inch hexagons, | inch 
cylinders and 1 ¥% inch ovals. This 
set has 76 wooden beads enameled 
in eight brilliant primary and sec- 
ondary colors, five yards of string- 
ing tape and bodkin. Each outfit 
which is colored by Tinkertoy safety 
process, is packed in an attractive 
box, 1034 x 8% x 1% inches, arranged as shown in illustration. Sug- 
gested retail selling price is $1.50. The same organization offers the 
Tinkertoy, consisting of build- 
ing pieces of choicest New 
England white birch. There are 








73 wooden parts, cardboard 
wind blades, direction book, 
etc., in each set. They are of- 


fered in laminated mailing can, 
3 inches diameter and 12 inches 
high. Tinkertoy sets are packed 
in shipping cases of a dozen, 
weighing 1434 Ibs. Suggested 
retail price is 75c. per set. 
Discount to dealer on these 
lines is 331/3% in broken 
packages of under $50 list. A 
40% discount is allowed on 
purchases of $50 to $400. 








Shell Specialties 


The specialty division, Shell Petroleum Prod- 
ucts, St. Louis, Mo., offers Shell specialties 
in cans. These products are being distrib- 
uted in only a part of the country at the 
present time. Fly Spray, which may also be 
used on insects, is produced in 2 pts., 2 
dozen to the case, pints and quarts, each 
in cases of a dozen. Suggested retail prices 
are respectively 50c, 75c and $1.25 each 
Other Shell specialties are Shell Handy oil, 
in three ounce cans, to retail for the sug- 
gested price of 25c. It is packed in cases 
of 2 dozen. Shell Spot Remover, in 8 ounce 
cans, is packed in cases of 2 dozen. Sug- 
gested retai! selling price is 25c each. Shell 
Lighter Fluid is offered in 3 ounce cans to 
retail for the suggested price of 25c each. 
It is packed in cases of 2 dozen. Other specialties are planned 








Ventilock 
Window Device 


Modern Hardware Mfg., 
Inc., 1 Tremainsville 
Rd., Toledo, Ohio, makes 
the Ventilock, said by the 
company to be the only 
burglar proof ventilating 
lock on the market. The 
Ventilock allows opening 
window 6 inches from 
either top or bottom and 
locks in any of three posi- 
tions. It cannot be ma- 
nipulated from the out- 
side, says the maker. 
When windows are to be 
washed lock may be 
pushed around curve out 
of the way, from the in- 
side. The device may be 
installed in one minute 
It is made of the best 
cold rolled steel, finished 
in brass and is packed in 
display boxes of one dozen 











Radia Portable Heater 40-E 


‘ 

F. W. Shepler Stove Co., 1312 Sheffield Street, N. S., Pittsburgh, 
Pa, offers fireplace portable electric heater No. 40-E, an attractive 
heater that can be operated from any convenience outlet. It is of cast 
iron construction with highly polished metal reflectors and side columns. 
Heater is finished in silver gray and nickel. It is equipped with two 
Globar heating elements, with a watt rating of 1320 and has built-in 
switch and 6 ft. cord set. It operates on 110 or 115 watts, measures 25 x 
20% x 1034 inches and weighs 27 Ib. List price is $22.50. Discount 
in less than standard packages is 30%, for standard package lots dis- 
count is 30-5%. Twelve heaters or more have a discount of 40%. 


SONA? es 
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Hardware Age Verified List EDLUND 


OF WHOLESALERS AND RETAILERS 
CAN OPENER 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 

For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. There are explanatory key numbers 
covering every class of merchandise that constitutes a 
modern hardware stock. 








The Edlund Junior 
shown here is a house- 
hold size. A guaranteed, 


uality article — i 
Then, the Hardware Retailers on pages 80 to 353 who are q —— outstanding 
rated 1, 2, or 3 represent the livewire dealers doing 75% among can openers. Complete line 
to 80% of the retail hardware trade of the U. S. Silla h ee . 
CONTENTS OF VERIFIED LIST ER STA SY PSs ae: aN. 


Wholesale Hardware Houses in U. S., Canada and Foreign. 
Retail Hardware Stores in U. S., Canada and Foreign. 


~“- ges rg = = gg States and —— 

5, " c to $1. yndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. EGG BEATER 
Manufacturers’ Agents in U. S., Canada and Foreign. 





Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. Another guaranteed 
Sporting Goods Distributors. Edlund product. Un- 


Mail Order Houses handling hardware and housefurnishings. 
Woodenware and Willow-ware Wholesalers. usually strong and at- 


Pain., Oil and Varnish Distributors. : ‘i 
Radio Appsratus and Parts Jobbers. tractive. Beats quickly— 


Plumbers and Tinners Supplies Jobbers. z 
Membership Lists of Hardware Associations. smooth running. A qual- 
Hardware Age Verified List of Wholesalers and Retailers is * ‘ 
indispensable in economic direct-by-mail promotion work i item at a popular 
and also a helpful guide for salesmen's calls. Every manu: price. 


facturer’s sales manager should have one on his desk, and 
every salesman could profitably carry a copy in his grip. 
Since the previous issue was published there have been 




















more than 10,000 additions and corrections, and these all 
appear tn Cee Yee: Been From Your Jobber or Direct 
Published gore cept postpaid EDLUND COMPA 
Hardware Age Verified List Department Burts + 
239 W. 39th St. New York, N. Y. urlington, Vermont 
« 
ever-)tain 


jail hi ‘ 





HIGH GRADE 
CARVING 
SETS 


See Your Jobber at Once 


THE ONTARIO KNIFE CO. : 
Franklinville, N. Y. 




































MURP Paper Hangers’ 
Was «Z a and Other Knives 3 Eymove Si MITH 
Standard for Nearly HANDY GRASS SHEARS 


TRACT S .. MARK 
N , 80 Years 
FIT—THE—HAND 









Preferred for over 60 years for thei: 
quality. _New models yearly. Grass 
Shears, Hedge Shears, Pruning Shears. 
Attractive, durable, efficient. Stock up 


now. Send for catalog. 


Paper Hangers’ Knives 
MADE IN 5 STYLES 





Seymour Smith & Son, Inc. 


i No. 2 Round Point 3%” blade 
No. 3 Round Point 3%” blade 7] 
Every blade hand honed. No. 2 Square Point 3%” blade Oakville, Conn. 
Present day steel the finest No. 3 Square Point 3%” blade . 
No. 1 Square Point 3” blade Sales Representatives 


John H. Graham & Co. 


New York Chicago 
San Francisco 


in our experience. No spots. 
Absolute uniformity. At least 16 different operations 
in the making assure well made knives. Write for com- 


plete cataiog. 


Robert Murphy’s Sons Co., Ayer, Mass. Est. 1850 
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None Fold 
so Snugly 
as ALLITH 
Accordion 

















Country-wide patronage of experi- 
enced architects, contractors, clubs 
and hotel owners have put Allith 
first among accordion door hard- 
ware. These men know the require- 
ments of real good accordion door 
fittings—know that doors like these 
must match, in quick, quiet action, 
the speedy, silent service that char- 
acterizes the country’s finest hotels. 
Must equal in quality and appear- 
ance the appointments in the coun- 
try’s finest clubs. Must be as unob- 
trusive as the head waiter, but, in 
efficiency, on a par with the man- 
ager. 


To meet these demands it is im- 
perative that we build the best. No 
other quality would be good enough 
to bear the name of Allith. 


Built to operate successfully any 
number of partition doors. As the 
requirements for each installation 
are not exactly like those of any 
other, our engineering department 
cheerfully furnishes installation de- 
tails and estimates, without obliga- 
tion, upon receipt of data covering 
thickness, width, height and num- 
ber of doors to be used. 


Architects, contractors, builders, 
hotel owners, boards of club gov- 
ernors and home owners are in- 
vited to avail themselves of this 
service. 


ALLITH PROUTY COMPANY 
DANVILLE ILLINOIS 


Manufacturers of 


Fire Door Hardware 

Overhead Carriers 

Door Hangers 

Malleable tron Washers 

Stadium Seat Brackets 
Malleable tron Castings 


Garage Door Hardware 

Rolling Ladders 

Spring Hinges 

Airport Door Hardware 

Industrial Door Hardware 
Certified 





Booms and Depressions 


(Continued from page 33) 


and learn what has happened to individuals, it strikes 
me that big and little, all are just about alike. The 
individual who attempted to expand in a big way on 
a “shoe string” has come to grief. The corporation 
that expanded beyond all reason has had a hard time. 
The trouble with the whole world is that it is too 
shortsighted, too optimistic and too greedy. If-people 
would be careful in the good times, if they would not 
go too much into debt, if they would not overexpand, 
the chances are these good times would last a long 
while. You can’t have a panic: when people are out 
of debt. You can’t starve a farmer who owns his own 
land, is out of debt and knows how to manage a truck 
garden and raise cattle, horses and pigs. You just 
can’t put him out of business. The law of the survival 
of the fittest is still in effect, and it is going to work 
whether you and I like it or not. The law of supply 
and demand is also in effect, and is going to work 
whether we like it or not. The part of wisdom, there- 
fore, for individuals as well as nations, seems to be— 
DON’T GO TO EXTREMES. BE MODERATE IN 
EVERYTHING. 

The country that is temperate and moderate in times 
of prosperity is not going to have any serious depres- 
sions. A friend of mine has just returned from 
Europe. I asked him what countries were the most 
prosperous over there. “Norway, Sweden, Switzer- 
land and France” was his reply. Stop and think of 
the characteristics of these people. Industrious, fru- 
gal and moderate. Imagine any of them expanding 
beyond their capacity to see their way out. These 
people temperamentally are not built that way, and as 
a result when there is a world depression they are 
wondering what it is all about. 

To the student of the world conditions, what was 
about to happen last year was absolutely clear. That 
a crash was imminent was evident. The only ques- 
tion was just when that crash would occur. Many 
people expected and feared the crash, but they were 
like the man who wrote his own obituary—‘I arrived 
here sooner than I expected.” We had a lot of pros- 
perity during those boom times, but it was not real 
prosperity. A lot of business was being done on an un- 
healthy basis. Do you remember an article I wrote 
just two years ago, titled “Profitless Prosperity?” 
I coined that expression at that time. Since then 
many financial writers have used it. Now, in these 
days, when inventories are 
said to be lower than they 
have been in twenty years, I 
have coined another phrase: 
“WHEN YOU ARE OUT OF 
GOODS, YOU ARE OUT OF 
BUSINESS.” 
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These 


Low-Priced Mowers 
carry Blair 
exclusive features 


This new low-priced Blair line is not make- 
shift or cheap. Every mower in this class 
carries Blair exclusive features—the 
Draweut principle—the stationary knife 
screwed to the under bar—and every 
mower is guaranteed. 


Here’s your chance to meet low-priced 
competition successfully. Include a num- 
ber of Blair low-priced models in your 1931 
order. Display them with the high-grade 
Blair mowers—the Hercules, Pilgrim, 
Automatic and Universal. It not only 
keeps customers from walking out of your 
store in search for a cheap article but it 
also gives you a chance to make many 
more sales of high-grade mowers. 


Every one knows the Blair name means 
quality—so when they have a wide selec- 
tion in quality mowers they’re bound to be 
satisfied. 


Write for Complete Details and Prices 
TODAY 


BLAIR MANUFACTURING COMPANY 
Est. 1879 


Springfield, Massachusetts 








BLAIR Drawcut 
LAWN MOWERS 














The GRIFFIN 
PERFECTION SCREEN 
and STORM Door SET 


No. 1740 







Door Easy To Remove-- 
Simply Lift off Butt 








Improved Design No. 830 
Handle and Escutcheon 


TFHNGES | 


Interchangeable Feature 
Extremely Popular 


’S easy to lift off screens,--slip on storm doors 
or sash,--where the GRIFFIN Perfection Set is 


used. } Home owners appreciate the conve- 


nience of this attractive half-surface, loose joint 
Hinge (No. 740)which is instantly interchangeable 
without loss of pins or parts. }Ask for our new 
folder, illustrating this popular GRIFFIN product. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 
MANUFACTURERS 


Branch Offices:- 


NEW YORK: 45 Warren St. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Market ST. 
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4 No 500-4%' 


Sell these 
“ Tailor-Made” 
Thresholds .... 


Rixson Thresholds of 


Architectural Bronze—or Aluminum 











The merchandising value of carrying a 
fine threshold in stock lengths up to fifteen 
feet will bring you many an easy sale,— 
eased by the convenience of having the 
material ready on hand. Of course an 
outstanding feature is the time and trouble 
saving of Rixson Thresholds ready-drilled 
and matched to Rixson Floor Checks, 
when so ordered. In such cases—likely 
to represent larger jobs, greater sales, and 
bigger profits—you can order from us by 
number and type. 





Be sure to point 
out the intermit- 
tent center bar 
support as shown 


Fundamentally it is the pleasing ex- 
truded design, the full-bodied construction 
and the eye appeal of high grade mate- 


i No. 0 d 
No. 700 above. rials which are selling these thresholds. 
Write for new These gain preference for this type of 


catalog pages cov- 
ering threshold in- 


formation. 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, IIL. 


threshold whether it is to be used with or 
without floor checks. 


New York Office: 101 Park Ave., N. Y.C. 
Philadelphia 


You Can Stake Your Reputation On 


Atlanta New Orleans Los Angeles Winnipeg 









OS 





WN] 





>A 

















Builders’ Hardware 








Hot of the Naif Wei 


Little yarns that others have laughed over 
culled from various sources. As a contem- 
porary puts it: “Some of them have been i 

copied, the rest will be.” 





Cop: “Lady, don’t you 
know this is a safety zone?” 

Woman Driver (in difficul- 
ties).: “Of course; that’s why 
I drove in here.” 


Magistrate: The best 
thing you can do is to go 
home and make it up with 
your wife. 

Husband: And what’s the | 
second best thing? 





pieces College Graduate: “Will 
you pay me what I’m 

Farmer Haye—That Jones worth?” 
boy that used to work for Business Man: “Pll do 


you wants me to give him 
a job. Is he steady? 

Farmer Seede—Well, if he 
was any steadier he’d be 
motionless. 


better than that, I’ll give you 
a small salary to start.” 





Jack—“What is the first 
thing we should do at the 


party.” 
“Don’t you think the water | Jill— 


is awfully hard here?” 
“Yes, but it rains harder 
here.” 


“Crack the ice.” 


Economics Professor 
—“Name some production in 
| which the supply exceeds the 
Mistress—“Bridget, it al- | | demand.” 
ways seems to me that the; Student—“Trouble.” 
crankiest mistresses get the | 
best cooks.” 
Cook—“Ah, go on wid | “Why do poets call it the 
your blarney.” | silver moon?” 
tare | “Must be because of its 
 eunibane and halves.”—Kan- 
King Gentleman (to little) sas Official. 
boy eating an apple): “Look | 
out for the worms, sonny.” | 
Little Boy: “When I eat | 
an apple the worms have to 
look out for themselves.” 





Judge: “You’re charged 
with throwing your mother- 
in-law out of the window.” 

Accused: “I did it without 
| thinking, your honor.” 

Judge: “I realize that, my 
| dear man, but don’t you see 
| how dangerous it was for any 





Prof.: “Do you know how | 
to find the horse power of a| 


ear?” 
E. E. Stude: “No.” | one passing at the time?” 
Prof.: “Easy—just lift the | sigh 


hood and count the plugs. | Street Orator: “Just look 
|at me, friends! Two years 

ago I was a broken-down sot; 
Father: Young lady, do la thing to be dropped into the 
you mean to tell me you’ve/ gutter and tramped on and 
been carrying that money | no use to anybody. And what 
around in your stocking? |do you think brought this 





| it would draw interest. 


Daughter: Why, daddy,| change in me?” 
you told me to put it where! Small Voice: “What change, 
| mister?” 
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“ Little Bobby: “Must I 
really wash my face, 
mamma?” 

Mother: “Yes. You’re ter- 


ribly dirty!” 

Bobby: “Why can’t I just 
put some flour on my face 
like you do?” 


An Army junior had a 
quiz in science. The question 
was: “Define a bolt and a 
nut and explain the differ- 
ence, if any.” The boy write: 

“A bolt is a thing like a 
stick of hard metal such as 
iron with a square bunch on 
one end and a lot of scratch- 
ing wound around the other 
end. A nut is similar to a 
bolt only just the opposite, 
being a hole in a little chunk 
of iron sawed off short with 
wrinkles around the inside of 
the hole.” 


Making a success of Life 
is pie—all you need is a lot 
of crust and a filling of 
applesauce————_? 


Wag: “Next to a beautiful 
girl, what do you think is the 
most interesting thing in the 
world?” 

Nag: “When I’m next to 
a beautiful girl I’m_ not 
thinking about statistics.” 


Teacher: “Tell me what 
you know of the Mongolian 
race.” 

Student: “I wasn’t there, 
I went to the ball game.” 


“Why, my dear man, I 
wouldn’t cash a check for 
my own brother!” 

“Well, you know your 
family better than I do!” 


Motorist: “Are you hurt, 
my boy?” 
Butcher Boy (excitedly) : 


“No, but I can’t find my 
liver.” 
“My little daughter has 


swallowed a gold piece and 
has got to be operated on. I 
wonder if Dr. Robinson is to 
be trusted?” 
“Without a doubt. 
absolutely honest.” 


He’s 


A charming wife of a 
French diplomat had never 
thoroughly mastered the 
English language. 

She was urging an Amer- 





ican officer to attend a dinner, | 


the invitation to which he 
had already declined. The 
lady insisted that he must 
go, but the young officer said 
that he had burned his 
bridges behind him. 

The lady misunderstood 
the word. “That will be all 
right,” she explained. “T’ll 
lend you a pair of my hus- 
band’s.” 


After terrific struggles, the 
freshman finally finished his 
examination paper, and then, 
at the end, wrote: 

“Dear Professor: If you 
sell any of my answers to 
the funny papers, I expect 
you to split fifty-fifty with 
me.” 


Rastus: Sambo, why is yo’ 
all always talkin’ to yo’self? 

Sambo: Well, ah likes to 
talk to a wise man, and ah 
likes to heah a wise man 
talk. 


At a dinner party the 
guests were discussing 
whether women or men were 
most trustworthy in business. 

“No woman can keep a 
secret,” said one man, scorn- 
fully. 

“I don’t know so much 
about that,” retorted the for- 
bidding looking woman sit- 
ting opposite him. “I’ve kept 
my age a secret ever since 
I was twenty-four.” 

“Oh! he replied, “you’ll let 
it out some day, though.” 

“TI doubt it,” she answered. 
“When a woman has kept a 
secret for twenty years she 
can keep it forever. 


“Nurse,” said a lovelorn 
patient, “I’m in love with 
you. I don’t want to get 
well.” 

“Cheer up, you won’t,” she 
assured him; “the doctor’s 
in love with me, too, and he 
saw you kiss me this morn- 
ing.” 

Minister: “Do you say 
your prayers every night, 
Oswald?” 

Oswald: “No—some nights 
I don’t want anything.” 














RED BRAND FENCE 
Lasts Longest 


For seven years we made this 
claim to you—‘2 to 3 times heavier 
‘Galvannealed’ zinc rust - proof 
coating, plus 20 to 30 points cop- 
per content steel, make RED 
BRAND FENCE last many years 
longer than ordinary galvanized 
wire fence.”” Now we have Weath- 
er-Test evidence to prove it. 


4 1/3 years ago, the nationally 
known C. F. Burgess Laboratories, 
Inc., Madison, Wisconsin, bought, 
from dealers just like you, 45 dif- 


ferent makes, styles and sizes of 
woven wire fence including “RED 
BRAND.” These were erected (in 
1926) for a Weather Test on the 
Gulf of Mexico, near Galveston, 
Texas—a spot where fence corro- 
sion (due to damp salt sea air) is 
the worst in the country. 


“Some of the ordinary galvanized 
wire fences have entirely disin- 
tegrated, while fence made of ’Gal- 
vannealed’ wire is still in such 


























RED BRAND “Galvannealed”’ after ea a - s % 
4-1/3 year Weather Test. Almost- 800d condition it will give consid- 
as good as new. erably longer’ service — definitely 
superior to any competing fence,” 
Vee a: reads the Burgess report at the 
fe : <2 completion of this Weather Test in 
June, 1930. These facts are proved 
by the photos on the left. 
All that was left | 
} RED BRAND FENCE, “Galvan- 
of ordinary gal- |F nealed” and Copper Bearing, won 
. | first place over every other fence 
vanized fence | in this national Weather Test— 
: proving that for you to make the 
(same gauge claim that you have the longest 
and weight as lasting fence—you must sell RED 
BRAND. 
“Galvannealed” | A 
j Farmers are going to ask you for 
above) after |}. RED BRAND FENCE. If there is 
not an active RED BRAND dealer 
4% year Weath- in your town—the franchise is open 
: to you. Write us. 
er Test. ‘ 
KEYSTONE 
STEEL & WIRE CO. 
Peoria Illinois 











Ordinary galvanized fence after 4-1/3 
year Weather 
worthless. 





Actual photo, magnified 1000 times, 


of average galvanized wire. 
coating of zinc protection (only .0087 
in.). 





Test. Entire roll is 





“Galvannealed’”’ wire, magnified 1000 
Thin times. Zine coating double the aver- 
age; 4% times more than poorest 
(.00178 in.). 


“Galvannealed” process, patented and controlled by Keystone. 
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National Oil-Burning 


Tank Heaters 








Rurns low cost distillate or fuei oil (5 to 10 

on one gallon, depending upon amount 
or heat required). Average fuel cost, le an 
hour. One extra gallon of milk yield a day 
will not only pay cost of operation, but will 
actually pay for the equipment in a_ single 


7 


iin 












season: (milk valued at 10c per qt.). 


Big Profits in Selling 
to Farmers 


Our Extensive Advertising Will 
Bring Customers to Your Store 


There is a tremendous demand for National Oil-Burning 
Tank Heaters among farmers and stockmen everywhere. 
The National Heater is fast taking the place of the or- 
dinary wood and coal burning Heater. It is less trouble, 
eliminates all danger of fire from sparks, and really is 
economical in operation. 

The National Oil-Burning Tank Heater operates on 
cheap fuel oil or distillate; which it burns with a clean, 
smokeless flame, turning every gallon into maximum 
heat units. For a few cents daily, every farmer can have 
abundance of warm, drinkable water for his live stock 
in winter. 

The perfection of the National Oil-Burning Tank Heater 
is the result of more than fifteen years of actual experi- 
ence in the making and selling of Oil Heaters. There 
are no delicate parts to burn out, nothing to clog or get 
out of order. National Heaters are made to give real 
service, and are covered by our guarantee to every user. 
The National Heater is advertised forcefully and regu- 
larly in leading farm papers with national circulation; 
also by radio from several of the most prominent stations 
of the Middle West. 

Here is a money-saver for the farmer, and a money- 
maker for the dealer. A big profit on each sale, and 
every Heater sold in a community leads to additional 
sales. Get in touch with your regular jobber, or write 
us direct for circular and full details. A sample on 
display in your store will lead to many sales. 





We also make this 
heater and can furnish 
it at very attractive 
price. Burns any kind 
of fuel. A proved suc- 
cess and good seller. 














Manufactured by 


C. W. BUSBY & COMPANY 


Box No. 30 
Washington, Iowa 





International Cutawl 


The international Register Co., 15 S. Throop St., Chicago, Ill., pro- 
duces the Cutawl, K7, a portable, electrically operated tool for cutting 
designs of any degree of complexity in a large number of materials, 
varying in hardness from soft unvulcanized rubber to steel. For softer 
materials, cutting is done with the chisel, which is forced through the 
material, separating it like a wedge. The harder and thicker mate- 

















rials are cut by the saw. Changing from chisel to saw involves only 
the loosening of two screws, removal of chisel, substitution of saw 
and tightening of holding screws. Cutting mechanism is mounted on 
swivel and operates in any direction, so that in cutting curves or 
turning corners neither work nor machine need be rotated. The 
mechanism does the turning. Complete outfit includes 110 to 120 
volt motor, electric light, three dozen chisels, 12 each of three sizes, 
and one dozen saw blades, 6 each of two sizes. Saw tables, carrying 
cases, extra chisels and saw blades, are also available. 


Acme Tire Valves 


Acme Air Appliance Co., Inc., 254 Park Ave., 
Brooklyn, N. Y., offers the T & R No. 2 (725) to 
be sold for the suggested retail price of 39c. each. 
It is 334 inches long, for high pressure tubes 
sizes 4, 4% and 5 inch and for balloon tubes 7.00 
and 7.30. Bent valves T & R 40 and TGR 41 
(4136) and (4137) are 
for passenger car high 
pressure tubes. No. 
is for tubes 29 x 4, 
32 x 4% and all 5 inch 
types or for balloon 
tubes; 5.25-21, all 5.50, 
6.00, 6.50 and 7,00 and 
7.30. T & R 41 is for 
high pressure tubes, 
sizes 30 x 3%, all 4 
inch, 33 x 4% and 35 x 44 inch. They are also for use on the 
following balloon tubes: all 4.40, 4.50, 4.75, 5.00 and 5.25-18, 5.29-19 
and 5.25-20. They are interchangeable with T & R No. 40 for bal- 
loon tubes, with exception of 7.00 and 7.30. Suggested retail prices 
are respectively 45c. and 43c. each 





Playskool Institute 
Hammer-Nail Set 


The Hammer - Nail set, ; 
No. 699, is offered to the | 
dealer to sell for the sug- 
gested retail selling price of 
$2.00 per set. —— +0 eoroae 
dealer is 45 per cent. It is 
the apne policy to sell direct to the dealer. Wood box is 17 x 
1% x 12 inches and contains two 12 by 12 inch pieces of wood com- 
position, each V-inch thick. Hammer, nails, laying sticks, tree and 
house block are included in set as well as patterns for designs. Pieces 
are bored to enable easy nailing. Playskool Institute, 594 Commerce 
Street, Milwaukee, Wis., a division of the John Schroeder Lumber Co., 
is the maker. 
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CORBIN 


Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Serews 

Cap Screws 
Thumb Screws 


Special Automatic Screws 
Machine Products 


Stove Bolts 

Tire Bolts 

Sink Bolts 

Machine Screw Nuts 
Stove and Tire Bolt Nuts 
U. S. S. Nuts 

S. A. E. Castellated Nuts 
S. A. E. Plain Nuts 

Jack Chain 

Plumber’s Chain 
Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 
Speedometers 
Tachometers 








\ 





UNIFORM QUALITY and ADEQUATE STOCK 


The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 





CORBIN 






































Flake Graphite 

if Boiler Graphite 
Graphite Cup Grease 
Waterproof Graphite Grease 
Solid Belt Dressing 
Pipe Joint Compound 

(insoluble in water) 

Graphite Seal 


(insoluble in gas or oil) 
Graphite Motor Brushes 


DIXON’S 
Graphite Products 


No other substance has such universal applica- 
tion in preventing power losses as graphite 
and its products. 


Dixon’s Flake Graphite alone, or blended with 
oil or grease, prevents friction losses by pro- 
ducing dead smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint 
Compound eliminate loss of power in genera- 
tion and transmission by making absolutely 
tight threaded and gasket joints in cylinder 
heads, pipe lines, etc. Also Dixon’s Boiler 
Graphite, which keeps boiler tubes clear and 
free of scale. 

More than a 100 years of experience in over- 
coming power losses by means of graphite is 
back of every ounce of Dixon’s Graphite 
Products. 

Write for Bulletin 40-C 


Joseph Dixon Crucible Company 


ESTABLISHED 1827 


Jersey City New Jersey 
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When There’s a Building 
“Going Up” Near You— 


—put some of these light, all 
steel, NON-LEAKABLE hod 
carriers in your window. Many 
men suffer the discomforts of 
the old style simply because 
they do not know of the new. 
Here’s a good opportunity—the 
investment is small—the profit 
excellent. Write us today for 
prices. 





Never Drip Steel 
Mortar Hods 


These hods are 
made entirely of 
steel with wooden 
shoulder saddle 
and handle. Edges 
are heavily rein- 
forced. The fork 
is pressed from 
heavy gauge steel. 
a only 11 
s. 


CLEVELAND WIRE SPRING CO. 


CLEVELAND, OHIO 











A NEW LINE.. 











of WALL products 
at a NEW LOW PRICE 























Tuoucu lower in price than ever before, each is a newly devel- 
oped WALL product designed to serve best your most particular 








SINCE 


SUPERIOR 
PRODUCTS 


tile ee 


1864 


needs, without the sacrifice of typical WALL quality features! 
It will pay you to get in touch with your jobber at once—or for 
jobbers to get in touch with us. 


P. Wall Mfg. Supply Company - Pittsburgh, Pa. 


DREADNAUGHT 


**Service with Safety”’ 


BLOW TORCHES . - - FURNACES 
AND @ILERS 




















Coffee 
Dispenser 


This new utility, the 
coffee dispenser, is 
designed to save the 
housewife extra time, 
steps and room. It 
keeps coffee air tight, 


al. \ 





retaining the original N 
flavor and aromatic N 
oils. Coffee is dis- N 
pensed in measured te 


quantities, by the easy 
turn of the knob, releasing one -heaping teaspoon to each turn. 
Capacity is a pound and a half. The container, which is made by the 
Welded Products Corp., Sixteenth and Cleveland streets, Kansas City, 
Mo., is sold to the dealer for 45c. each in dozen lots, as the sample 
offer. Suggested retail selling price is $1 each. Container is supported 
by swinging packet with holder, which is easily attached inside kitchen 
cabinet, pantry shelf or wall. For cleaning or refilling both container 
and bracket lift out of holder. It is finished in two-tone green enamel 
and is made of cast aluminum. Cartons of a dozen weigh 15 Ib. 


Double Shower Valve 


This double shower valve provides an 
economical method for securing a practical, 
low cost shower bath, for places such as 
factories, play grounds, swimming pools, 
tourist camps, home basements, camps, 
gymnasiums, and other places where high 
cost fixtures are neither necessary nor 
appropriate. In making up a cheap shower 
assembly, all fittings but the valve and head may be iron. Faucet No. 
566 is solid brass rough nickel plated, with inlets, Y2-inch |.P. female 
and outlet Y2 |.P. female. The 4-inch shower head, N.P. is stamped 
brass nickel plated. H. B. Sherman Mfg. Co., Battle Creek, Mich., 
offers this combination. Soap dish, of quick removable type, is regularly 
supplied with the faucets. 





Frantz Over-the-Top 
Door Equipment 


For overhead operation of upright doors the Frantz Over-the-Top 
door equipment set No. 78 is offered by the Frantz Mfg. Co., Sterling, 
lll., to sell for the suggested retail price of $32.50. This set is for 
doors 7 to 8 feet high and up to 8 feet 6 inches wide. The equipment, 
which is supplied without doors, may be~installed on any set of old or 
new doors measuring within the figures mentioned above. A slight 
pull on the handle and the door rises without effort and comes to a 
stop in overhead position, without interference from operator. Same 
effect may be accomplished from inside of building by a gentle push 
with the foot at the bottom of the door. Operator may close door by 
applying outward thrust while grasping pull cord and door comes down 
into opening as easily as it went up. Operation is practically automatic. 
Handle and face of cylinder lock are only pieces of hardware exposed 
on “outside of door. Standard glazed doors may be used with this 
equipment. This equipment may be installed quickly and easily. 
Overhead trackage and methods of holding it in place are simple. 
Jambs are made weather-tight as outlined in instruction sheet. Com- 
plete clearance is allowed behind and above. 
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On Your Counter 


Brown & Sharpe Hair Clippers on your counter 
will prove an asset to your store. Let your customers 
take them in their hands, feel the comfortable grip 
and easy action, and appreciate the distinctive fea- 
tures of quality and workmanship. It pays to stock 


all sizes of these well known clippers. 


Write for 


Hair Clipper Catalog. Brown & Sharpe Mfg. Co., 


Providence, R. I. 





Brown & Sharpe 


The Professional’s Clipper 














Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 








THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 








Choose lines that will 
sell at the “full price” 
that carry a full profit 


Choose lines that sell without price cutting; that, like gold 
pieces, are accepted as worth their face value. ARMSTRONG 
Drop-Forged Wrenches comprise such a line. They are stand- 
ards of value, are known and accepted as such. Each year 
more ARMSTRONG Wrenches are sold, sold on merit, on 
strength, design, material and finish. They are 
sold at the “full price” and carry a full profit. 
They give complete satisfaction and build repeat 
business. 


ARMSTRONG Drop-Forged Wrenches, 37 types, 
one quality, singly or in matched sets. Stock Dis- 
. play Boards furnished free. 


ARMSTRONG - VANADIUM Wrenches, 
Drop-Forged from Chrome-V anadium 
Steel, finished in nickel over copper, 
heads buffed bright. Guaranteed not to 
break or spread. 


Write Today for Catalog B-27 








ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’’ 
329 N. Francisco Ave., CHICAGO, U. S. A. 























ARMSTRONG 
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Thats the Rule 1 like to Sell/ 
The FARRAND RAPID RULE 


The origimal Flexible-Rigid-Concave Rule 
“It’s a pleasure to demonstrate it—and it’s a profitable 
item to sell. Every one we sell makes a friend for our- 
selves and the manufacturer, because it is durable, 
convenient, and gives efficient service.” 
Distributed through wholesalers 
Manufactured by 


HIRAM A. FARRAND, Inc., Berlin, N. H. 














Sell Them 
by the set 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping thy the “pits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or 
gt Fy em. They cut from the euter rim. The enti surface Ss 

all the time, no jagged ends; every part of the work is smooth and 
Sllshed. They bore their way through hard knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 














Coming Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May, 1931; exact dates 
to be decided later. L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

THIRD ANNUAL CONVENTION OF THE AMERICAN ASSO- 
CIATION OF MASTER LOCKSMITHS, Hotel Pennsylvania, 
New York City, Nov. 12, 1930. Walter S. Orrell, secre- 


| tary, 206 Pearl St., New York City. 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
CONVENTION, Marborough-Blenheim Hotel, Atlantic 
City, N. J., Oct. 20, 21, 22, 23, 1930. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Ave., New York 
City. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 


| CIATION CONVENTION, San Francisco, February, 1931. 


LeRoy Smith, secretary, 112 Market St., San Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
June 9, 10, 11, 1931; place to be decided later. Arthur 
R. Craig, secretary, 804-806 Commercial Bank Building, 
Charlotte, N. C. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
February, 1931; date and place to be decided later. 
Chas. R. Freeman, secretary, Branford. 

IDAHO RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Boise, Jan. 27, 28, 29, 1931. 
Headquarters, Owhyee .Hotel- E. E. Tuycass#secretary, 
‘Hutton Building, Spokane, Wash. be 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONYENTION 
AND EXHIBITION, Hotel Sherman, Chicago, Feb. 10, 11, 
12, 1931. Paul M. Mulliken, Managing Director, 14-16 
North Spring St., Elgin. R. Y. Wallace, Director of 
Exhibits, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Manufacturers’ Building at the 
Indiana State Fair Grounds, Indianapolis, Jan. 27, 28, 
29, 30, 1931. Hotel headquarters, Claypool Hotel. G. F. 
Sheely, secretary, 911 Meyer-Kiser Bank Building, 
Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND, EXHIBITION, Des Moines, Feb. 10, 11, 12, 18, 1931. 
Convention sessions at the Hotel Savery; Hardware Ex- 
hibition at Des Moines Coliseum. A. R. Sale, secretary, 
Hardware Building, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBIT, Brown Hotel, Louisville, 
Jan. 20, 21, 22, 23, 1981. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Rapids, Feb. 3, 4, 5, 6, 
1931. Headquarters, Hotel Pantlind. Exhibition at 
Waters-Klingman Exhibition Building. A. J. Scott, 
secretary, Marine City. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Ave., Grand Rapids. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 17, 18, 19, 20, 1981; Municipal Auditorium, 
Minneapolis. Charles H. Casey, manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. 
Guy Nason, secretary, Starkville. 
(Continued on page 90) 
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‘EXACT MEASUREMENT 


Profit or loss on Screen Cloth is often 
merely a question of cutting it! Un- 
certain measurements are respon- 
sible for much grief in the sale of 
this essential item. 

This is why it is so profitable to 
handle the Sun-Red Edge line. The 
measuring every six inches and the 
red line along the edge absolutely 
prevent error—besides saving time. 

All standard meshes, full 
line—Black Painted, Copper- 
Bronze and AluminA — the 
kind that wears twice as long 
as ordinary galvanized types. 
The ONLY trade-marked 
and self-measured screen 
~ cloth on the market. 
























Comes in full rolls 
of 100 feet. Write for 
details and fine selling helps. 


REYNOLDS 


WIRE CO. 
DIXON, ILLINOIS 


TRADE MARK REG.U.S. PAT. OFF. 





have 
been 
the 
Standard 
of the 
industry for 
76 years 


Better bolts, 

nuts, screws, 

and rivets are 

not made at 
any price. They 
lead the field 
when it comes 
to quality. 


Dealers, here’s 

your chance to 

handle a_ quality 

product that is 
popularly priced 
and one that will 
net you a handsome 
profit. 


Shall we send you our 
rices? 


| Cuan feosBorr(h 


Studebaker Ave. 
Milldale, Conn. 








50 years on a DOOR 


good for 50 years more 








Notabene 

The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE /BOMMER, MARK 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 








Some Slants on Selling More Hardware 











New Angles That Have 
Paid Big— 


"T HERE'S a reason why some hardware merchants 


get along better than others. The difference is in 
their methods. Right methods are the result of experi- 
ence, judgment and resources. 
Half a century of specialization in the problems of retail 
merchandising has given the Heller organization a wealth 
of information on the science of profitably selling hard- 
ware. We have examined the reasons for both success 
and failure. 
If you are a hardware merchant, if you are ambitious, 
if you are open minded—send today for this book. It 
will be sent without cost. 


ree FUR LLER cn 
W. C. HELLER & CO. 


700 Bryant St., Montpelier Ohio 
N. Y. Office: 20 Vesey St., Suite 500 


Sign in the Margin. 
Tear out this ad and 
mail today. 10A 
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BATTERIES 


Dry batteries radio, ignition, telephone, flash- 
light, lantern_that exceed the requirements 
imposed by U. S. Government specifications. 


TUBES 


Sturdy radiotubesthatare actually, provablybet- 
ter—that make the best program a little better. 


FLASHLIGHTS 


Flashlights in a wide range of styles and sizes, 
including the Rotomatic line, with the Roto- 
matic Switch—like the safety on a firearm. 








FRENCH BATTERY COMPANY 
Factory: MADISON, WISCONSIN 
General Sales Office: 20 North Wacker Drive, Chicago 








POULTRY NETTING 
Galvanized Before and Galvanized c4fter Weaving? 


7” a Zi a me 


SSS Foe 


nes ll me ag, 
<9 Stock 


Fand Profit with 


€ Look for the tag, carrying our name, at the end of every roll! 


= The Gilbert & Bennett Mfg. Co. 


= Established 1818—America’s Oldest Woven Wire Factory 


mt 


Manufecturers of 
WIRE CLOTH, NETTING and FENCING 
Galvanized Stee] Wire Cloth in all Meshes and Gauges 


Mew York City Georgetown, Conn Chtenge Raarme Ore 





| 
| 





Coming Conventions 


(Continued from page 88) 


MIssouRI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1931. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION, Great Falls, Mont., Feb. 12, 18, 14, 1931 
A. C. Talmage, secretary-treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Denver, Colo., Jan., 1931; exact 
dates to be decided later. John T. Bartlett, secretary, 
2005 Mapleton Ave., Boulder, Colo. 

NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic City, N. J., Oct. 
20, 21, 22, 23, 1930. George A. Fernley, secretary- 
treasurer, 505 Arch St., Philadelphia, Pa. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, University Coliseum, Lincoln, 
Jan. 27, 28, 29, 30, 1931. Headquarters, Lincoln Hotel. 
Geo. H. Dietz, secretary, 414-419 Little Building, 
Lincoln. ; 

New ENGLAND RETAIL HARDWARE DEALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 

New YorRK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Rochester, Feb. 17, 18, 
19, 20, 1981. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NorTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Minot, Feb. 10, 11, 12, 1931. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1981. Head- 
quarters, Hotel Cleveland. Exhibition in Public Audi- 
torium Annex. James B. Carson, secretary, 708 Mutual 
Home Building, Dayton. 

OKLAHOMA RETAIL HARDWARE ASSOQGATION CONVEN- 
TION, Masonic Temple, Oklahoma City, Jan. 27, 28, 29, 
1931. Charles F. Nelson, secretary, 207-208 Bloom- 
field Building, Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland. Headquarters 
Multnomah Hotel, Feb. 10, 11, 12, 1931. E. E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PAcIFIC NORTHWEST HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, Spokane, Wash. Headquarters 
Davenport Hotel, Feb. 4, 5, 6, 1931. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Com- 

(Continued on page 92) 
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All the SIGNS 

You Want-When * 

You Want Them 

-made in Your 

Own Store by 
Anyone at 


No Extra Cost! formation TODAY. 


Showcarder 


Seasonable merchandise can best be empha- 
sized by the use of signs and show cards. A 
reminder, a suggestion is frequently all the 
selling force required. 


No practice or experience is necessary to 


use SHOWCARDER. Send for full in- 


Showearder, Ine. 
2332 University Ave. 





Saint Paul, Minn. 














And Now a 


Fibre Measure 


We have just added another new 
item to the Almo Line of In- 
durated Fibre Ware—A FIBRE 
MEASURE. 


This measure is sealed and its 
capacity of one quart guaranteed 
absolutely correct. It is also 





1 Qt. Measure 


CLEAN and SANITARY 


The Bureau of Weights and 
Measures in New York City has 
- subjected this Fibre Measure to 
the most rigid tests and pro- 
nounced it “O.K. in every way.” 
Its surfaces are as smooth as 
tile. Both this measure and its 
companion, the fibre funnel, are 
easily cleaned with hot or cold water. 
Now is the time to sell BOTH for 
handling and measuring vinegar and 
other fruit acids. Your order will be 
given prompt attention. 






5 Sizes 
Funnels 


Write for catalog 


Almo Trading & Importing 
Co., Ine. 














TINY TACKS CAN 
MAKE LARGE RESALES 


Even so small an item as a 
box of tacks can be filled with 
messages of good will. Atlas 
Tacks and Small Nails are 
sharp, clean-cut items that will 
bring your customers back for 
more. 

A complete line is always 
available in both quality and 
price range. Ask your jobber 
for them by name. 


ATLAS TACK 
CORPORATION 


ST. LOUIS, MO. 


Ne eee eee 


FAIRHAVEN, MASS. ... 


REREEREEEERERESE 











61 East llth St. New York 
A Good 
Fall Seller Stone 
clears Wits Working 


customers will buy 
them this Fall. 
Dealers Prices 18 
inch size, $8 dozen, 
Retail $1.00 each; 
24 inch size, $11.50 
dozen, Retail $1.50 
each. 


Manufactured by 


EASTERN 
Tool & Mfg. Co. 


Bloomfield, N. J. 











Tools and 
Supplies 


Complete catalog on request 


TROW & HOLDEN CO. 


Barre, Vermont 
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IW MYERS CAReN | 








Coming Conventions 


(Continued from page 90) 
| mercial Museum, Philadelphia, Feb. 10, 11, 12, 13, 1931. 


TORE LADDERS | W. Glenn Pearce, secretary-treasurer, 610 Wesley 


MODERNIZE STORE METHODS | Building, Philadelphia. 
To grovide adequate storage facilities fer shell | stech—te | SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 














ake it and clerks and stock men 
to handle weith absolute safelycnto insure quik smgioad TION CONVENTION AND EXHIBITION, Feb. 24, 25, 26, 1931, 
MYERS se rage Py rape mepee oo Ambassador Hotel Auditorium, Los Angeles. J. V. 
ny Ky fom frm construction throughout, eliminate vibra- Guilfoyle, secretary, 420 E. 8th St., Los Angeles. 





pen and noise and produce a ladder of od —- for 
le ee diy ee ER SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 


f 
design—attractivel finished=—any’ height — easily. nsta' talted 
ppiigae De <a vennneetlenalige gs ASSOCIATION CONVENTION AND EXHBITION, Atlanta, Ga., 


me FEMYERS & BRO.CO) | vay 12, 13, 14, 1931. Walter Harlan, secretary- 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS j treasurer, 701 Grand Theater Building, Atlanta, Ga. 


SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, New Auditorium, Rapid City, Feb. 3, 4, 5, 


COLDWELL DEPENDABLE LAWN MOWERS 1931. Headquarters, Alex Johnson Hotel. Charles H. 
Casey, manager and treasurer, 2344 Nicollet Ave., 
















COMPLETE line of lawn Minneapolis, Minn. 
mowers with a distinguished TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CoN- 
reputation for Dependability. VENTION, Baker Hotel, Dallas, Jan. 20, 21, 22, 1931. Dan 


Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Richmond, Feb. 24, 25, 26, 1931. 
Thos. B. Howell, secretary, 802 Broad St., Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Charleston; Jan. 20, 21, 22, 1931. 


Priced to sell under 
pressure of com- 
petitive prices 
and yet yield 
a_ satisfactory 


denier peame. Headquarters, Daniel Boone Hotel. Exhibition in the 
Cotpwett Lawn Mower Co., Newsurcn, N. Y., U. S. A. Armory Building. James B. Carson, secretary, 708 
Mfrs. of Dependable Lawn Mowers—Hand, Horse, Gasoline, Electric Mutual Home Building, Dayton, Ohio. 











WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 3, 4, 5, 6, 1931. B. Christianson, secretary, 
Stevens Point. 


The symbol of 
quality in chain 


Waffle Mold 


An extremely efficient and attractive waffle mold is offered to the 
trade by The Aluminum Goods Mfg. Co., Manitowoc, Wis. It has a 
brilliant chromium finish, accurate heat indicator, and superior heating 
elements. The heat indicator eliminates guess work and does away 
Concentrate on this profitable with scorching, sticking and smoking. A special hinge provides for 

‘ de by the world’s expansion during baking, assuring waffles of uniform thickness and 
ef welded and perfect design. The heating elements are made of nichrome wire 
embedded in a refractory material. They carry heat to every part of 
the aluminum grids, eliminating hot spots. An overflow groove catches 
Makers of the Famous Weed Tire excess batter, keeping it from running over the sides of the mold. 
a Suggested retail selling price is $9.95. Cost to dealer is $79.60 per 

dozen 











top in 


We will be glad to help you 
with your sales problems. 


Hardware Age, 22.%,22%5° 
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THE ELASTIC TIP COMPANY 


MANUFACTURERS OF 


@ | RUBBER GOODS AND SPECIALTIES 2 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 





























C{qert-Wv~_<:1a 

















STAR with STARS 







Wood parts painted Star Heel Star Heel 
green with narrow 
yg a . Style Plates Are Plates Are 
20 iter wood or LA No. 4 Garden Starring Heavier and 
i . “i Larger Than 
FAIRBA Yobtes GD 
RB NKS Jobbers -_ = Other 
Here’s an attractively finished Fair- That Are uSTAR © Brands. 
banks Garden Barrow in three sizes— ocki AOUNG 
Nos. 3, 4 and 5—built to best serve the Stocking SUZ 3 
— householder, gardener and Them. PST AR Star Heel 
orist. 233 re 
WALI NG Plates Are 
Strongly constructed, ruggedly braced, . a " 
and perfectly balanced, it “Shoulders Star Heel the Pioneer 
the Load” and carries it with an EASE Brand. 
that makes wheeling it a pleasure. Plates Have 
A good seller. Increased 
Other styles of barrows both steel and Their Write Today 
wood, for every purpose; also Hand Turnover for Samples 
Trucks, Truck Wheels and Casters. P 
; and Profits and Prices. 
Complete catalog and _ trade-prices , 8 Sizes 
upon request. sein *Titustrattons ex- 





actly one-half size 


an ae” ares. | POLAR BREL PLATE.CO 


BOSTON 
PALES TE, GA. 357-391 Wilson Avenue ~ Newark, N. J. 


Distribution in all principal cities 

















Why SILVER LAKE SASH CORD Lasts Longer 


Made of 100% long staple cotton. It is tightly braided and pre-stretched. 
Has no false core to disintegrate or rot away. Diameters are uniform 
and a special finish makes for better flexing over window pulleys. 
And, with all the advantages, it costs but a few cents more 
per window. =---~-~....4 44 oe Write for details. 


SILVER LAKE COMPANY 
Newtonville, Massachusetts 


LOOK FOR THE NAME me 
STAMPED ON EVERY g Yep Fe) a 


010) fn @) ae @1@)-4B 
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The Original 
“Horseshoe Magnet” Hammers. 
Steel forgings and strong 
permanent magnets. 


Special shapes and 
sizes for 
Bill-Posters, 
Sign-Men, 
Window-Dressers, 
Upholsterers, 
Decorators, 
Paper-Hangers, 
Casket Trimmers, 
Crate and Box 
Makers and 
other trades. 


No better mag- 
net hammer on 
the market. 


Will give long 
and _satisfac- 
tory service in 
home, store, or 
shop. 





THE HAMMER 
HOLDS THE TACK 











Send for Literature and Prices. 
Name and design trade marks registered U. S. Pat. Off. 
Silver Medal, Panama-Pacific Exposition 


ARTHUR R. ROBERTSON 596 Atlantic Ave., Boston, Mass. 
Sole Manufacturer 











Saves freight 
no water weight 


A practical all-around flux in convenient powder 
form. Made quickly ready for use by simply add- 


ing required amount of water according to metal b 
sodered. : ie 


Takes a quick bite, makes the soder hold everlastingly 
and soders ALI metals, except aluminum. Non-acid. 
Very popular with the trade. 
Sizes: % Ib., 1 Ib. and 5 lb. bottles. Also in bulk 
sizes. Sold through jobbers. Send for samples and 
trade-prices. 

Full Size Sample Free 


L. B. Allen Co., Inc. 
6732 Bryn Mawr Ave. Chicago, Ill. 
— SOLD THRU JOBBERS — 









manutacturers and distributors_under the original 
rady patent-- STOCK GRADY WE: for an e@ 
paid profit at your Tool Counter 
tr tor East of Denver Distributor West Ve 
SANGER ER SMITH ING. UNITES SAlES Goer 




















HARDWARE 
GE 


“The Hardware Dealers’ Magazine” 
Published Every Thursday 





. 
Issued every Thufsday by Iron Age Publishing Co. Division of the United Business 
Publishers, Inc., 239 West 39th Street, New York City. Andrew C. Pearson, 
Chairman of the Board; Fritz J. Frank, President; C. A. Musselman, Vice-President; 
Frederic C. Stevens, Treasurer; Arnold L. Davis, Secretary. 


Member Audit Bureau of Circulations; Member of the Associated 
Business Papers 





EDITORIAL CONTENTS OF THIS ISSUE 


Business—What Factors Condition Its Recovery?.... 27 
They’ll Be Back Here For Good Tools........ Fens - 
Avtieame Gity GConveniion. . ..... 66.250. e.. 31 
Booms and Depressions, by Saunders Norvell... . . 32 


Getting Acquainted With the Farmer’s Dollar, 
~ by D. A. Merriman 34 


Hard Times, by E. B. Gallaher.............. 57 ae 
Hardware Age Selling Service for October... .. .. 38 
Hardware Age Advertising Service for October...... 39 


Hardware Age Window Display Service for October.. 43 
The Key to Your Largest Stock, by George K. Goodwin 46 


Planning a Hardware Store for Profit, 
by John H. Ganzer 48 


Hardware Golf Tournament...................... 50 
News of the Week. . eiespas) ree ees | oe 
General Market News of the Week................. 55 
Cutlery Department paebet Peers peers eG ee 
Hot Off the Nail Keg AIRS TO 

See a 88 


Coming Hardware Conventions. . 





EDITORIAL REPRESENTATIVES 
Cuicaco: Grorcp F. Massey, 1507 Otis Bldg. 
PrrrssurcH: T. H. Gerken, 1319 Park Bldg. 
CLeveLanp: F. L. Prentiss, 1862 Hanna Bldg. 
CincINNATI: Ropert G. McInrosH, 409 Traction Bldg. 
BosTon: GERARD FRAZAR. 

MINNEAPOLIS: F. 8. SMITH, 4216 Bryant Ave. 8. 
WasHINGTON: L. W. Morrert, 536 Investment Bldg. 


ADVERTISING REPRESENTATIVES 


New York: P. J. Coscrave, 239 W. 39th St. 

Boston: CHauncey F. ENGiisH, 140 Federal St. 
PHILADELPHIA: HaRoLp G. Biopewrr, 1402 Widener Bldg. 
CLEVELAND: Witt J. Feppery, 1862 Hanna Bldg. 

Cuicaco: D. M. ANpREews, H. A. Macurre, 1507 Otis Bldg. 


SUBSCRIPTION Price—Umited States, ite possessions, Canada, Mewico, Centrat 
America, South America, Spain, and ita colonies. One year, $3.00; Foreign 
countries not taking domestic rates, 1 year, $6.00; Single copies, 25c. each. 
Subscription remittance should be made by Check, Post Office Money Order, 
Eapress Money Order or Bank Draft, payable to Hanpwarr Aas, New York. 
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Ask your jobber to send you one 
of our displays showing the new 
window-front colored packets of 


Moore Push-Pins 





and 
Moore Push-less Hangers 
Style F Style G Style L 
Contains Contains Contains 
42 Packets 48 Packets 150 Packets 


Push-Pins only 


MOORE PUSH-PIN COMPANY 


Wayne Junction Philadelphia 














carry anice profit 


4) ii 


Write for Catalogs and Prices 
aia The Stewart Jron Works Company, Inc. 
Write UsZ7____ Se 








EVERYTHING 









SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) 5 an 0) 59D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 


“There IS a Difference in Sash Cord”’ 


OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 
g g 











FEDERAL. 


4 
rt 








QUALITY-BUILT 


STEEL PULLEYS 


TACKLE or AWNING PUL- 
LEYS IN A VARIETY OF 
SIZES — GALVANIZED 
FINISH 
Superior in every way to cast 
iron pulleys. Sold at equal 

or lower prices. 

See your jobber or write direct 

for prices and information. 

Jobber’s inquiries invited. 

Hart & Cooley Mfg. Co. 
Successors to Federal Mfg. Co. 


61 W. Kinzie Street, Chicago 
Factory—Holland, Michigan 

















So-Boss.Calf Weaner 
3 SER Positively weans by 


discouraging the cow. 
Calves eat and drink 
freely. No sore nose 
or discomforts. 
WILL NOT 
COME OFF 
Spurs and arch over 
nose are stamped from 
one piece galvanized 
steel. Chain is also 
one piece and the en- 
tire assembly is ad- 
justable. 

ONLY ONE SIZE 
TO STOCK 
Adjusts to any size 
calf, hence only one 
size to carry in stock. 
Packed six in a car- 
ton weighing 5% Ibs. 
A big seller at 50c. 


SIMONSEN IRON WORKS 


Sioux Rapids - - Iowa 









See Your Jobber or Write 
Us Direct Giving Your 
Jobber’s Name 


























F WEATHER VANES 
Ww 


COPPER LIGHTNING RODS 
hburne & Co.,206 Fulton St.,New York 








Two NECESSITIES in Every Garage 


Garage Door Bolt 





Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 





No. 50 Holder No. 52 





Garage 
Door 
Holder 








Prevents accidents, broken headlights 
and bent up fenders. Operates by 
hand or foot. 


For prices and further information 
write today to 


Phenix Mfg. Co. 
032 Center Street, Milwaukee, Wis. 














m / 
‘ ; 





HOW BIG? 


Those holes you or your customers want to dig in the 

earth, post holes, well boring, soil testing, boring for 

sand, clay, gravel, phosphates, etc., can 

— and cheaply with the IWAN Post Hole & Well 
uger. 


HOW DEEP? 


be bored easily, 


Sizes 2 to 16 inch diameter, 8 inch, 
most popular size for general use. 
None genuine without “IWAN 
BROS,” cast on the handle casting. 


We also make the IWAN Hercules post 
hole digger, a good two-handled digger. 
These are two good tools for all hardware 
dealers to sell. Get them from your jobber. 


IWAN BROS. 


SOUTH BEND, IND. 


Manufacturers of post hole augers and 
diggers, hay knives, tile drain cleaners, 
sidewalk cleaners, barn scrapers, revolving 
chimney tops, ete. 
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CLASSIFIED OPPORTUNITIES 














CLASSIFIED ADVERTISING 
RATES 





Positions Wanted and Help Wanted 

advertisements at Special Rate of 

eme cent a word, minimum fifty 
cents per insertion. 





be addressed 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Business Opportunities,” “Sales 
Aceounts Wanted” and “Sales Representa- 
tives Wanted” Advertisements. 
Set Solid, Minimum of & lines......8$3.00 
Each additional line............ ,60 
All Capitals, Minimum of 5 lines.... 4.00 
Each additional line...........- 
Average 10 words to «a line 
Allew One Line for Keyed Address 


Remittance Must Accompany Order 





Samples of merchandise, literature, catalogs, etc.. requiring more than ordinary reforwarding postage should not 
to box numbers 


BOXED DISPLAY RATES 
Each additional inch.............. 4,00 


Discounts for Classified Ad 
4 insertions, 10% off; 8 insertions, 15% eff 
Due to the special rate, these discounts de 
not apply on .Position Wanted or Help 
anted Adverti 
HARDWARE AGE is published each Thursday. 
80 Forms close Nine Days previous to date of 
publication. 
Address your advertisements and replies te 
HARDWARE AGE, Classified Opportunities, 
289 West 39th St., New York City 
































POSITIONS WANTED 


POSITIONS WANTED 





CAPABLE, dependable man, widely experienced in sales work, thor- 
oughly grounded in Cutlery, Hardware and kindred lines, born and reared 
in the South, university education. In active touch with Jobbing trade, 
the larger Retail Hardware and Department stores in the south-west. 
Would like to secure connection with representative concern, effective 
about October first. Addrss Box I-956, care of Harpware Ace, New 


York City. 





DUE to liquidation of company, ambitious man, thirty-three years old, 
single, business education, successful record salesman and sales manager 
for wholesale hardware company, desires position of future possibilities 
with manufacturer or jobber of similar line. Inside or outside work. 
Best references. Address Box 1-958, care of HarpwAre Ace, New York 


City. 


ADVERTISING and Business Manager of the foremost Advertising 
and Business Building Service used successfully by retail hardware mer- 
chants all over the country, seeks connection with representative publishing 
house; will entertain proposition as advertising and sales promotion man 
from large retailer or jobber. Address Box 1-945, care of HARDWARE AGE, 
New York City. 








SALESMAN, forty-three years of age. ‘l'en years’ experience covering 
Hudson River Valley for Hardware, Housefurnishing, Sporting Goods and 
Toy house. Seven years with present firm. Employed at present but 
desires change. Also several years specialty line. Can furnish best refer- 
ences. Addrss Box I-952, care of Harpware Ace, New York City. 





EXPERIENCED hardware and housefurnishings man seeks permanent 
business connection. Have had my own successful retail store and have 
also sold both goods and services to retailers. Live wire on selling, adver- 
tising, display, etc. Married and have three children. Can offer 
worthwhile references. G. DUNCAN MacLEOD, 680 Warren St., 
Brooklyn, N. Y. 








YOUNG MAN, age 24, with five years’ experience, traveling Ken- 
tucky, Alabama and Tennessee, for well known manufacturer of farm im- 
plements, desires position with a well known jobber or manufacturer. 
Available October 1. Can furnish best of references. Address Box I-962, 
care of Harpware Ace, New York City. 





HARDWARE MAN of twenty years’ experience in the wholesale and 
retail hardware ‘business desires a change. Forty years of age, honest, 
sober and industrious. Capable of holding a position of trust and can take 
charge of men. Will furnish best nf references. Address Box I-941, care 
of Harpware Ack, New York City. 





COMPETENT Contract Man and Detailer thoroughly experienced 
scheduling hardware from Architects plans and specifications. Four years 
in retail store and five years’ factory experience. Willing to go to any 
part of country. Am 38, single. References furnished. Address JAMES 
H. HARRIS, 60 Oakwood Avenue, West Hartford, Conn. 





MARRIED MAN, desires change. Fifteen years’ experience as general 
foreman, superintendent and manager of plant making wire goods, stamped 
tinware and hardware specialties. Salary open in position with future. 
Address Box 1-953, care of Harpware AGE, New York City. 





RETAIL Hardware Man, 15 years’ experience Shelf and Builders’ 
Hardware, tools and paints, desires a permanent connection in or near 
New York City. References. Address Box I-926, care of HARDWARE AGE, 
New York City. 








POSITION WANTED-—Salesman, age 33, married, six years’ experi- 
ence in retail hardware store and six years’ selling to the retail trade. 
Wishes position with wholesale house or manufacturer. References furnished. 
nee confidential. R. F. FRAAS, JR., 2894 Grand Concourse, 

ronx, N, Y. 


HARDWARE CLERK. age 34, 15 years’ thorough retail experience 
desires position. Preferably take charge or assist. A-1 references. Ad- 
dress Box I-942, care of HarpwareE AGE, New York City. 


HARDWARE MAN, experienced Also paints, can 
manage large store. Salary $60 to $75 weekly. Address Box 
1-959, care of Harpware Ace, New York City. 


HELP WANTED 


LARGE retail organization with stores in all states requires salesmen 
with country hardware store experience. Must be familiar with hardware, 
plumbing, warm air furnaces, stoves, paint, roofing, etc. Position perma- 
nent with moderate starting salary and good future. Give full details 
3 receive reply. Address Box I-965, care of HarpwarE AGE, New York 

ity. 








in all branches. 
Steady. 











SALESMAN who is thoroughly acquainted with the department store 
trade in the metropolitan district to sell for leading hardware and house- 
furnishing jobber. Knowledge of hardware and_housefurnishings desirable 
but not essential. Write fully past experience. Box 883, Suite 200, Times 
Building, New York. 


SALES REPRESENTATIVES WANTED 


SALESMAN calling on wholesale hardware trade only need apply. 
The item is the only Patented Screen and Window Hanger on the mar- 
ket. Essex County institutions have adopted it for all county buildings. 
It sells itself. Address the NOSLIP COMPANY, Inc., Bloomfield JB 


SALESMEN WANTED—Two “live wires” to travel with car—sideline, 
at once. One to cover Northwest territory, other for solid south except 
Texas, by nationally known Golf Bag Manufacturer. Commission basis. 
Address Box 1-964, care of Harpware Ace, New York City. 


ROPE SALESMEN WANTED—100 per cent pure Manila rope 15c. 
lb. basis. Fast selling side line, five per cent commission. ITED 
FIBRE COMPANY, 82 South Street, New York City. 


SALES ACCOUNTS WANTED 


NATIONALLY known salesman and merchandiser desires to represent 
a manufacturer of tools, cutlery, hardware and household specialties, toys, 
auto-accessories; commission basis; Pacific Coast territory, California, 
Oregon, Washington. Wants merchandise for distribution through job- 
bing houses, department stores and large retail channels. Good financial 

references as to qualifications and character. 























rating. Can furnish A-1 
Services from January Ist, 1931. Address Box I-963, care of Harpwaret 
AcE, New York City. 

ACTIVE Representative, California, Oregon and Washington, selling 


Hardware and Paint supply jobbers. Have been in territory 15 years. 
Want good lines tools, builders’ and specialties, also household. Three 
young active men. If we can’t sell your goods will tell you so. No 
waiting. FRED F. TEN EYCK, 3923 W. 59th St., Los Angeles, Cal. 





WRITE FOR DETAILS : 





Magnificent SOCKET SHANK Shovel Display 
. FREE to Dealers ‘ 


HUBBARD & COMPANY - 


MONTPELIER, IND. 
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INDEX TO ADVERTISERS 




















THE ADVERTISERS INDEX is 


published as a convenience and not as s part of the advertising contract. 


No allowance will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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Display “Always Reliable” 
TORCHES 


During the Winter Months! 
Dealers who display “ALWAYS 
RELIABLE” torches during the 
winter months are the ones who are 
assured of getting a bigger share of 
the profits derived from early winter 

No. 79 1 Quart sales. 

Gawiine-Kerwene “ALWAYS RELIABLE” torches 
Covered by Patents ell themselves for they are backed 
by a half a century of experience and 
dealers handling this famous brand 
know that they insure satisfied cus- 
tomers and repeat orders. 
Mechanics throughout the country 
know and ask for this brand by name 
for their many years of thorough 
dependability and service have 
placed these torches foremost in the 
minds of the workman. 


Keep a stock on hand to supply the 
steady demand. 


No. 87 1 Quart 

No. 88 1 Pint 
Gasoline 

Covered by Patents Ovdey through your jobber or mail order 


to us with your jobber’s name. 


OTTO BERNZ CO., INC. 


Newark, New Jersey 





A New Poultry Fountain 





Moe’s Top-Fill Cleanable Fountain. 

Insulated Double Walls. 

Keeps water warm in winter, cool in summer, and clean 
and fresh at all times. 

One of many good items in “Moe’s Line” of Supplies. 
Write for new Catalog No. 20 


HoEFT & COMPANY 


Stocks in 
Chicago, Ill. San Francisco, Calif. New York City o - 
4139 W. Kinzie St. 41. Spear St. 26 West Broadway 2305 Davis St. North Chicago, Iil. 

















Better Than Casters 
Slide Softly—Silently—Smoothly 


Seventeen years of constant sliding service 
without a complaint 








me 
OUR PACKAGE 


10c 
Set of 


Dome APPLYING 4 
Look for Name Inside Each Dome 


If your Jobber cannot supply you—uwrite us direct. 


DOMES of SILENCE 


INCORPORATED 


35 Pearl Street New York City 











The netting 
with the Roos- 
ter label—Supe- 
rior Brand—is 
always a qual- 
ity product. 
Straight selvage. 
Evenly woven 
mesh. Bright 
heavy galvaniz- 
ing. 

Superior Brand 
costs no more. 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


SUPERIOR 
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‘Increases Turn- 
overs and Profits” 


Says F. L. Wilbur 
hae 





‘Heassame Pires 








F.L, Wilbur, a ‘ ran aE 
Mechanic- Add es as a a tet 
ville, N. Y. ‘ 


NTIL a dealer actually handles ‘‘61’’ Specialties and other 

Pratt & Lambert Varnish Products, he does not realize just 

how much this fast-selling merchandise can build up his 
business. Here is one of many instances showing the sales power 
behind them: 

In 1925, F. L.Wilbur, Mechanicville, N. Y., placed a $140 order 
for Pratt & Lambert Varnish Products. That year he turned his 
stock three and a half times. Today, his turnover is four times 
yearly. He writes: ‘‘Even though I could purchase lines that carry 
larger discounts, the P&L proposition is one of my most valuable 
assets in turnover and profits.”’ 

Steady sales are the natural result of selling merchandise which 
the public knows, wants and buys with confidence. Pratt & Lam- 
bert dealers can tell you that statement is true! ‘Their own experi- 
ence — turnovers and profits on P&L products — proves it! 

Evidence like this should prompt you to write for the full particulars 
of the P&S L Proposition. 


PRATT & LAMBERT-INC., Varnish, Enamel & Lacquer Makers, 114 Tonawanda 
Street, Buffalo, N. Y. In Canada, 20 Courtwright Street, Bridgeburg, Ontario 


PRATT & LAMBERT VARNISH PRODUCTS 
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“DIAMOND EDGE tS A QUALITY PLEDGE 


Shapleigh National Series No. 1686 


We will send free to customers, on request, a copy of the above, printed on high grade paper, in colors as shown, suitable for framing. 








